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Nash Sets 140,000 Goal, Highest in History 


DODGE, OLDS LINES REVEALED 


Grant Warns Pontiac Dealers on Legislation 


Sparks 


Nash Set for ’38 
Record Sales Planned 
Pontiac Fetes Dealers 

Selling Starts Now 


By 
Chris Sinsabaugh 


ASH’S HOUSE is in order so 

far as 1938 is concerned. 
That’s my conciusion afier sperd- 
ing two days 
in Chicago this 
week in attend- 
ance 
gathering of dis- 
tributors and 
sales representa- 
tives from all 
parts of the 
country. More 
than 1,200 of 
them head- 
quartered at 
the Stevens. 
They came 
allegiance to Charley 
leadership they 
had followed (that is, most of 
them) for 21 years, with a 
loyalty to the head of the house 
that cannot be beaten by any 
other company in the industry. 
They left, after listening to the 


C. H. Bliss 


swearing 
Nash, whose 


management’s plans and looking | 


over the new models, confident 


that the quota of 140,000 set for | 
vice- | 


1938 by Hascall Bliss, 
president of the Nash division 
and head of sales, is justifiable in 
view of what happened in the 
season just ended. 

THAT '37 RECORD itself was 
something to be proud of, for the 
vital statistics show an increase 
of 100.2 per cent over ’'36, 

(Continued on Page 21, Col. 1) 


NEW RADIATOR GRILLES and restyled front-end appearance 
feature Oldsmobile’s offerings for 1938. Shown at left is the new six; 
)at the right, the eight. (Additional pictures are on Page 24.) 


| optional 
| Oldsmobile eight. 


they 


, 


Several Changes | Nash’s 


Are Noted in 738) 
Oldsmobile Cars| 


Safety Devices, Battery 
Design Feature 


New Models 


LANSING. — Oldsmobile 
announces its 41st series of 
cars, the Oldsmobile six and 
|Oldsmobile eight for 1938. 
Different in appearance and 


istyling, the two cars are 
|now on display at local Oldsmo- 


| bile dealers. 
at the} 


Both the six and the eight pre- 
sent several changes in perform- 
ance and mechanical design and 
both now offer as an extra-cost 


|option the new automatic safety 
| transmission, 
| troduced by Oldsmobile. This new | 


developed and in- 


development was first offered as 
equipment on the 1937 


Among other features is the new 


| safety instrument unit and safety 
ash, a departure from the con-| 


|ventional type of instrument 
| panel. The safety panel, free of 
projecting knobs, is but one of 
the details said to contribute 
toward passenger security. Safety 
|glass is standard throughout. A 
choice of new upholstery fabrics 
is available, tailored to the deep 
| cushions in pleated treatment. 
Body lines are lower and clean- 
er than before. Fenders are un-| 
| usually wide, deeply valanced and 
|of heavier gauge metal than in 
| previous models. Bullet-type head- 
lamps are mounted 
|ecrowns of the _ front 
While the headlamps 
the eye as part of the fenders 
themselves, actually the 
lamps are demountable 


fenders. 


for | 





(Continued on Page 24, Col. 3) 


low on the| 
| over. Proper reconditioning neces- | 
appear to| 


head- | 





140,000 Goal 


Set at Sales Conclave 


By MEL ADAMS 
ADN Staff Corresp 


CHICAGO.—Celebrating a 100 
per cent increase this year and 
keyed up to almost double sales 
with the 1938 models, Nash dis- 
tributors from all parts of the 
United States converged upon 
Chicago this week to get the 
cues for the selling year ahead 
from chief officials and depart- 
ment heads. 

The sessions, which 
Monday and continued 


ndent 


opened 
tnrdugh 


Beware of Laws, 
Grant’s Warning 
To Pontiae Body 


DETROIT.—Expressing the be- 
lief that all dealers are not bene- 


| fited by more laws governing the 
| conduct of their business, 


R. H. 
vice-president of General 
Motors advised 4,000 Pontiac 
dealers assembled in national 
convention in Detroit, to “be sure 
you are right before you partici- 
pate in joint action asking for 
greater legislative restrictions.” 
“The answer to many current 
problems,” he said “is good busi- 
ness management. The good deal- 


Grant, 


|er can get along without laws. I 


am not opposed to legislative as- 
sistance, but it must be lasting to 
be good. Dealers should look 
carefully before rushing in.” 
Touching the perennial subject 
of used cars, Grant said recondi- 
tioning is the key to steady turn- 


(Continued on Page 8, Col. 4) 


The Top Ten 
PASSENGER CARS 
First Ten in Registrations 
as Reported in ADN Today. 
1937 - — 1936 
Pos. Make Pos. 
1—631,850 Ford 557,089— 2 
2—559,126 Chev. 701,376— 1 
38—356,596 Plym, 350,092— 3 
4—195,420 Dge. 175,910— 4 
5—160,412 Pont. 122,838— 6 
6—145,178 Olds. 140,800— 5 
7—143,401 Buick 108,519— 7 
8— 74,191 Pack. 39,671—11 
9— 70,888 Hud.* 172,519— 8 
10— 65,313 Chrys. 40,566—10 

*Includes Terraplane. 


Total All Makes 
2,666,047 2,469,176 


See Total Registrations to Date, 1937- 
1936, pages 24 and 25 this issue. 





Friday, attracted 1,200 
tors and other sales representa- 
tives. 


Most of the activities were cen- 


tered in the Eighth Street The- 


atre near the Stevens hotel head- | 


quarters, where luncheons, din- 
ners, some of the meetings and 
exhibits of Nash and Kelvinator 
products were staged. 

The presentation of the new 
cars, the details of which will be 
announced Oct. 17, was accom- 

(Cdntinued on Page 2, Col. 1) 


Chevrolet Plans 
To Announce 738 


Cars on Oct. 23 


DETROIT. Chevrolet’s 
models for 1938 will make 


new 
their 


public bow Oct. 23, according to | 


an announcement the 
pany’s offices here. 

When new cars 
down the assembly lines in vol- 
ume within the next 
the field organization charged 
with the responsibility of 
chandising 1,200,000 of them 
the next 12 months will be no 
less busy with preparations than 
are the factories themselves. For 
it will be engaged in transmitting 


by 


(Continued on Page 2, Col. 3) 


distribu- | 


com- | 
begin to roll | 
few days, | 


mer- | 
in | 


\Ten Body Styles 
Are Presented In 


1938 Dodge Line 


47 Improvements Listed, 
Covering Engine 
and Comfort 


DETROIT.—Incorporating 
many changes, the 1938 
|'Dodge line was announced 
this week in 10 body types. 
'Forty - seven improvements, 
uffecting appearatis,.com- 
fort and performance, are 
listed for the new models. 

The 1938 line includes the coupe 
| which consist of three styles 
| business, rumble seat and con- 
vertible. Sedan and touring sedan 
models include two- and four- 
| door closed types and a converti- 
ble style. There also are two 132- 
inch wheelbase vehicles, rated as 
seven-passenger sedan and seven- 
| passenger limousine, but in real- 
|ity accommodating eight pas- 
sengers. 

Changes and improvements, dis- 
tinguishing the 1938 models from 
the 1937 cars, are found in the 
power plant, transmission, brakes, 
steering mechanism, clutch, 
wheels and other components. 
Features, such as floating power, 
all-steel bodies, hydraulic brakes, 
hypoid rear axle and a variety of 
automatic operating features, are 


(Continued on Page 25, Col. 3) 





GETTING THEIR FIRST LOOK at the new Dodge for 1938 are, 
left to right: George B. Allen, chief engineer of the Dodge division; 
A. vanDerZee, general sales manager; W. M. Purves, assistant general 
sales manager; Harry New, director of distribution; J. D. Burke, di- 
rector of truck sales; Emerson J. Poag, director of merchandising 
and advertising; Oliver Clark, executive engineer. (See Page 25.) 
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Nash Sets 38 Goal of 140,000, Highest in History} 
1,200 Distributors Attend 


Chicago Sales Conclave 


(Continued 


panied by a minimum of speeches 
and a maximum of showmanship 
in the form of skits. 

Only one definite fact about the 
1938 product was released; name- 
ly, the new cars will have con- 

ditioned-air de- 


signed to make} 


winter driving 
more pleasant 
than heretofore, 
as well as 


drafts. 
Not all of the 
activities were 
: ; confined to Chi- 
Courtney Johnson ©28° for there 


to the factories for 


many groups. 

C. H. Bliss, 
director of Nash sales, 
opened the convention, praised 
the record made in 1937 and an- 
nounced that the goal set for the 
1938 selling season is 140,000 cars. 
Production this year, he said, will 
hit an even 86,000 units. 

Bliss then turned the meeting 
over to George W. Mason, presi- 
dent of Nash-Kelvinator Corp., 
who made his first official appear- 


vice-president and 


ance before a gathering of this | 


type. 
“This is our largest convention 


and includes the greatest number | 
in our | 
“Such a/| 


of sales representatives 
history,” said Mason. 
convention makes it possible to 
get our 1938 plans into their 
hands with a minimum of delay. 
This means an earlier start in 
selling automobiles. 


“Men attending this convention | 


are responsible for more than 85 


per cent of our business, and it is | 


because of their efforts that we 
sold nearly twice as many cars in 
the 1937 season as in the previous 
year. The outlook for the future 
is most encouraging.” 

C. W. Nash, chairman of Nash- 
Kelvinator, praised the spirit of 
the men before him and lauded 
the strides made by the present 
Nash organization. 

From then on, as cars, selling 
and advertising plans came to 
light, Courtney Johnson, general 
sales manager of Nash, took over 
the role of master of ceremonies 
for the balance of the day. De- 
claring that 
terests all as of prime importance 
is the product which we have to 
sell for the coming year,” John- 
son presented 
one by one. A. R. Boscow, director 
of advertising and merchandising, 


spoke in the afternoon. With the | 


assistance of skits and pictures, 
he outlined the merchandising 
plans and gave those assembled 


a peep at the opening-gun ads in | 


to | 
eliminate fogged | 
windows and 


were four trips | 
inspection | 
and driveaway purposes by as) 


formally | 


“the thing that in-| 


the new models} 


from Page 1) 
the campaign. 
E. J. Reeser, sales promotion 
manager, who spoke and ex- 
plained a sketch covering the new 
catalog and other sales promotion 
literature. 

B. B. Geyer, president, and Wil- 
A. Blees, vice-president and 
general manager of Geyer, Cor- 
nell & Newell, Inc., Nash adver- 
tising counsel, also spoke. Jack 
Morgan, recently named director 
of used car sales, then talked. 

The evening was marked by a 
dinner in the grand ball room of 
the Stevens. 

After letting the distributors in 
on the 1938 prices, and discussing 
the subject of contracts for the 
coming year, Johnson called upon 
| Carl Tiedemann, director of busi- 
| ness merchandising; William En- 
gle, manager of the car distribu- 
tion department; A. O. Dietz, 
president of Commercial Invest- 
ment Trust, Inc.,; L. L. Virgil, 
service manager, and G. F. Giesel- 
mann, manager of accessory sales 
and assistant service manager. 

The convention for the general 
group wound up at noon Tuesday 
at the theatre, whereupon the 
| program for the remainder of 
the week became one of group 
activities. 

First came the departure of 
450 members of the distributor 
organization for Kenosha for the 
first of a series of four drive- 
aways. The distributor heads re- 
mained over for a special lunch- 
| eon meeting at the Stevens. The 
afternoon was occupied by con- 
ferences of distributors and their 
department heads. 

The CIT officials tendered a 
cocktail party at 5:30 p.m., and 
at 7 p.m, Geyer, Cornell & New- 
| ell agency was host at a dinner 
and entertainment, each affair 
attracting 800. 

Trips to the facories, drive- 
aways, distributor conferences on 
an individual basis, and a meet- 
ing of district wholesale super- 
visors comprised the Wednesday 
program, and the last named 
group remained in session for a 
second day of meetings Thursday, 
topping it off with a factory trip 
and driveaway Friday. 


| liam 





Color Engineer Sails 


PITTSBURGH.—Captain H. Led- 
yard Towle, Pittsburgh Plate Glass 
Co. color engineer, left this week for 
Europe, where he will attend the 
continental automobile shows and 
study foreign color and design. He 
plans the transmission from Paris 
| of the latest decorative “high style 
| colors” to the annual convention of 
the Paint, Varnish and Lacquer 
Assn. in Cincinnati. The colors will 
be transmitted by means of the 
Ketcham Colorcable. 


A NEW FACE WILL be entered at the New York show by an 
old-line manufacturer who wishes to have his identity withheld for 
the present. Make your own guess as to the parentage of the car 


above and check it for accuracy 
made October 27. 


when the official announcement is 


He was followed by | & 


Chevrolet Plans | 
To Announce ’38 


Cars on Oct. 23) 


(€ ‘ontinued from Page 1) 


to Chevrolet’s 10,000 dealers and | i 





their 60,000 to 70,000 employes all | 
information, not only about the| 
products, but about the plan for 
advertising, selling and _ servic-| 
ing it, as well. 

Actual presentation to the deal- | 
ers and their personnel must be| 
completed in a single week. Most | 
of the meetings being scheduled 
for about Oct. 13. Forty-seven 
separate meetings are scheduled, 
one in each of the company’s 
zones. 

The Detroit session, at which 
between 1,200 and 1,400 dealers 
and employes will hear presenta- 
tions by E. J. McClees, Detroit 
zone manager, and his staff, will 
be held Oct. 13, in Masonic 
Temple. 

The program at the dealers’ 
sessions will parallel in a general 
way that of the Chevrolet na- 
tional sales convention held in 
Detroit Sept. 22 and 23. The deal- 
ers will get their first glimpse of 
the new 1938 product along with 
| detailed information about the 
advances ebodied in it. They will 
be informed of the company’s ad- 
vertising campaign, and programs 
and policies, developed with a 
view to making the new year one 
of even greater volume than 1937, 
will be explained in full. 

In announcing the zone meet- 
ings throughout the country, W. | 
E. Holler, general sales manager, 
stated that the program is based | 
on the expectation which A. P. 
Sloan jr., chairman of the board 
of General Motors, expressed dur- | 
ing his talk before the convention 
banquet. Sloan said that he be- 
lieved recovery is still in the 
ascendancy and the top has yet 
to be reached. 


Studebaker Sales 
In °37 Top 736 By 
Over 15 Per Cent 


SOUTH BEND.—Sales of Stude- 
baker passenger and commercial | 
cars during September totaled 
9,541 units, Paul G. Hoffman, 
president, announced Thursday. 

Total sales for 1937 amount to 
73,335 units as compared with 63,- 
293 units sold during the same 
period of 1936, an increase of 15.9 
per cent. 





Wins Patent Suit 

CLEVELAND.— Thompson Prod- 
ucts, Inc., has been cleared in fed- 
eral court here of a patent 
infringement suit filed by the 
Aluminum Co. of America, which 
challenged the right of Thompson 
Products to make certain pistons of 
aluminum silicate alloy. Winning of 
the suit clears the way for expansion 





of the company’s activities in the 
aluminum piston field, according to 
President F. C. Crawford. 


HANDLE-BAR HIRSUTE ADORNMENTS lent a “Gay Nineties” 
touch to the party given by Geyer, Cornell & Newell, Inc., advertising 
agency, for Nash distributors in Chicago this week. Top photo shows, 
left to right: H. G. Perkins, vice-president Nash-Kelvinator; H. W. 
Burritt, vice-president in charge of sales, Kelvinator division; Charles 
W. Nash, chairman of the board, Nash-Kelvinator; B. B. (Pat) Geyer, 
president, Geyer, Cornell & Newell, Inc.; George W. Mason, president, 
Nash-Kelvinator; W. F. Armstrong, vice-president, Nash-Kelvinator; | 
and C. H. Bliss, vice-president and director of sales, Nash. Second | 
photo from top, a bunch of New England distributors, garbed as j 
pilgrims, was one of the many costumed groups which paraded for | 
more than an hour around the banquet hall, paying tribute to Charles i 


| W. Nash. Third photo from top, representatives of Nash’s southern — 


sales division came to the conclave togged in white coats, dark brown © 


| shirts, yellow neckties and each wearing a cotton boll in his lapel. 


Bottom picture shows the “Oregon Beavers” delegation, which ar- 


| rived on one of the special trains to » the Cc fhicago powwow. 


New Agreement Rissuueeill 


By UAW at Bendix Parley! 


Special to Automotive Daily News 
SOUTH BEND.—A_ complete 
new agreement between the Ben- 
dix Products Corp. 
local union No. 9, United Auto- 
mobile Workers of America, was 
laid before the conference of 
union and company executives at 
the first negotiation meeting this 
week by union representatives. 
The new agreement contains 
new and amended proposed is- 
sues between the company and 
union. Among the demands is one 
seeking an adjustment of wage 
scales giving skilled workers 25 
cents an hour additional and un- 


and Bendix | 





i 
i 
ti 


~~ 1 skilled saci © cents an hour § 
increase. There is also a demand § 
for 75 cents an hour for all en 
employes and 65 cents an hour | 
for all female employes. 1 
Elimination of the bonus sys-¥ 
tem and installation of a straight |) 
hourly rate of pay is asked by the) 
union, as well as a check-off sys-] 


tem. ef 


Opens New Home {3 
CHARLOTTE, N. C.—The Caro t 
lina Motor Club, ‘Coleman W. Roberts i 
president, has opened its new homes 
at First and S. Tryon Sts. The clu ‘ 
is now in a new two-story buildin 
of modern construction. 


oF 
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Grant Warns Pontiae Dealers on Legislation 


[Knudsen Minimizes Stock 
Mar ket’s Effect on Business 


(Contin ued from Page 1) 


| Des Moines, Ia.—Nov. 8-13. 


sitates room, facilities and skill,” 
he added, “but the dealer should 
set up his establishment to do a 


better job than his competitors. 


He commented on the progress 
Pontiac has made in building up 
its dealer organization and 
pointed out that this dealer body 
nationally have netted 58 per 
cent more profit during the first 
seven months than they did one 
year ago. 

W. S. Knudsen, 


GM president, 


, | told the dealers that much of the 


| pessimistic 


talk being bandied 


| about is based on the current de- | 


SHOW DATES 


National Automobile Show, Grand 
Central ——" New York, Oct. | 
27 to Nov. 3 


Akron, O.—Nov. 6-12. 
Baltimore—Nov. 13-20. 
Boston—Oct. 30-Nov. 6. 


| cline in the stock market. 


| out what the public wants and do 
| more of it, to find out what the 
| public does not want and do less 





Brooklyn, N. Y.—Nov. 6-13. 
Buffalo, N. Y.—Nov. 6-13. 
Chicago—Nov. 6-13. 
Cincinnati—Oct. 31-Nov. 6. 
Cleveland—Nov. 13-20. 
Columbus, O.—Nov. 6-12. 
Denver—Nov. 15-20. 


Detroit—Nov. 6-13. 
Elmira, N. Y¥Y.—Nov. 15-20. 


Grand Rapids, Mich.—Nov. 1-6. 


| Hartford, Conn.—Nov. 13-20. 


Indianapolis—Nov. 6-13. 
Jamaica, N. Y.—Nov. 13-20. 


| Jersey City, N. J.—Nov. 15-20. 


Kansas City—Nov. 27-Dec. 4. 





| Newark—Truck Show, Nov. 
| Portland, Ore.—Nov. 


| Toledo, O.—Oct. 27-Nov. 
| Trenton, N. 


| Youngstown, O 


‘Sept. Car Sales 


Los Angeles—Oct. 30-Nov. 


~ 
‘ 


| Memphis—Nov. 8-12. 


| Milwaukee—Nov. 17-24. 
*Minneapolis—Nov. 6-13. 
Newark, N. J.—Nov. 6-13. 

6-12, 

New Haven, Conn.—Nov. 15-20 
Omaha—Nov. 6-11. 

Peoria, Ill.—Dec. 1-5. 

| Philadelphia—Nov. 6-13. 

| Pittsburgh—Nov. 6-13. 

14-21. 

| Rochester, N. Y.—Nov. 13-20. 
St. Louis—Nov. 14-21. 

San Francisco—Oct. 30-Nov. 7 
Springfield, Mass.—Nov. 14-20. 
Syracuse, N. Y.—Nov. 8-13. 

3. 

J.—Nov. 10-13. 

Washington—Oct. 30-Nov. 6. 

—Nov. 1-7. 


*S‘. Paul co-operating. 


Down in Detroit 


DETROIT.—Passenger car reg- 
istrations in Wayne County (De- 
| troit) in September totaled 6,473, | 
compared with 8,512 in August 
and 5,025 in September, 1936. 

Ford led with 2,215 against 1,916 
and 2,177 respectively; Chevrolet | 
was in second place with 1,079, | 
against 1,566 and 805 and Plym- 
outh was third with 796, against | 
1,281 and 529. 

Commercial car’ registrations 





total 629, comparing with 489 in 
August and 677 in September, a 
year ago. 


AMONG THOSE PRESENT at Pontiac dealers national conven- | 


tion in Detroit this week were, top, left to right: Clare Savage, Los | 
Angeles, largest individual Pontiac dealer; W. S. Knudsen, GM presi- 
dent; W. I. Elliot, Sacramento dealer, and T. M. Ray, Pacific re- 
gional manager. Second from top, left foreground: M. C. Thompson, 
N. Y. zone manager; to his left, Charles Schnurmacker, largest New 
York City dealer; extreme right, Chris Jensen, Greenwich, Conn.; to 
his left, Wm. Solomon, Bronx dealer, and center, E. C. Gouldman, as- 
sistant N. Y. zone manager. Third from top, left: Dewey Couri, Port- | 
land, Me.; G. W. Bradburn, Providence, R. L; C. N. Kane, Boston 

zone manager; John Hosmer, Medford, Mass., and A. C. Hine, Hart- 
ford, Conn. Fourth from top, left: W. J. Mougey, Chicago zone man- | 
ager, and H. A. Wehmeier, Chicago distributor. Bottom, left to right: 
Herb Gitlin, J. Goldstein and Frank Novick, all of Hartford, Conn. 


iil F cal eles 


RICHMOND, Va. (UTPS)—4J. 
Hughes Motor Co. has been 
pointed dealer here by the 
Motor Co. The company will 
act as distributor of Lincoln 
Lincoln-Zephyr. J. B. 
president, has been in the automo- | 
| bile selling field for 22 years, be- 
| ginning as a Ford salesman in 1916. | 
| Era ee 

William Ogg Fitzgerald’s famous 


B. 
ap- 


also 
and | 
Hughes, | 


cartoons appear exclusively in Auto-| 4 
| dent; W. S. Knudsen, GM president, and H. J. Klingler. 


motive Daily News. 


| present 


| manager was host to the visitors 


|from the Masonic 


| United 


Ford | 
| 


Stock | 
exchange trends, he said, are too 
readily accepted as a barometer 
of business whereas in his opin- | 


|ion the market does not reflect | 


fairly the business outlook. He| 
thanked the dealers for their pa- | 
tience during the “unpleasant- | 
ness” last spring. 

H. J. Klingler, general manager 
of Pontiac told his listeners that | 
the company’s policy is to find 


of it. He felt confident that 300,- 
000 Pontiac cars will be sold in| 
1938, pointing out that since the 
management’s regime | 
four years ago, every forecast has | 
been too low. 

Cc. P. Simpson, general sales 
and directed the day’s program 
Temple audi-| 
torium. 


The morning and early after- 





noon program was devoted to a/| 
presentation of the _ company’s | 


‘Studebaker Truck 
Marks Are Broken 


BEND. 


SOUTH September 
marked the second consecutive 
month that overseas truck ship- 
ments have exceeded all previous 
monthly highs in Studebaker ex- 
port history, Arvid L. Frank, 
president of the Studebaker Ex- 
port Corp. announced here this 
week. 

Truck shipments for September 
were up 81 per cent over August 
exports, the best previous record, | 
and six times greater than those 
of September, 1936. For the year | 
to date shipments are almost| 
double those for the entire year | 
of 1936. 


65 Trucks Sold 


BUFFALO.—Delivery of 65 Stewart 
custom-built delivery trucks has 
been completed by the Stewart Mo- 
tor Corp. to the United Parcel Serv- 
ice. This firm operates fleets of de- 
livery trucks in major cities of the 
States under contract with 
large department stores. | 


CHIEFTAINS RUB ELBOWS 


| Cabriolet 


3 


[ policies for 1938 by means of stage 
skits done by professional talent 
with elaborate and specially built 
settings. 

Pontiac’s radio commentator 
Kathryn Cravens broadcast her 
regular Wednesday feature “News 
Through a Woman’s Eyes” from 
the convention stage. 

A full evening of entertainment 
was headlined by Ethel Merman 
of Broadway fame, Phil Spitalny 
and his all-girl orchestra with Al 
Trahan as master of ceremonies 
and four other leading stage and 
screen stars. 


Pontiae Reveals 
New Prices For 
Its 1938 Models 


PONTIAC.—Conforming with a 
uniform pricing policy adopted by 
General Motors, prices for 1938 
model Pontiacs now include 
everything in the car’s cost to 
the retail purchaser except local 
taxes, if any, and transportation 
costs from Pontiac. The an- 
nouncement was made Friday by 
H. J. Klingler, general manager 
| of Pontiac Motors, and the prices 
below supercede those listed in 
ADN Saturday, Oct. 2. 

On this basis, 1938 advertised 
delivered prices at Pontiac, on 
both six and eight-cylinder lines, 


|are as follows: 


Six Eight 
$898 
955 
1057 
934 
960 
980 
1006 


Model 
Coupe 
Sport Coupe 


|2-door Sedan 

2-door Touring Sedan. 

4-door Sedan 

4-door Touring Sedan. 

Convertible Phaeton ..1310 1353 
On a comparable basis with 

1937 prices in effect since August, 

the new range reveals an aver- 

age increase from 3.2 per cent to 

less than 9 per cent. 


891 
916 
942 


New Truck Unit Used 
By Ford in Photo Work 


DETROIT.—A new mobile mo- 
tion picture and _ photographic 
power truck, capable of producing 
40,000 watts for lighting or pro- 
jection purposes, has been de- 
veloped and placed in service by 
the photographic department of 
the Ford Motor Co. 

Developed principally for mo- 
tion picture or other camera work 
under adverse lighting conditions 
or for night work, the new unit 
carries complete power and light- 
ing facilities for taking pictures 
or for projection work. In loca- 
tions miles from electrical cur- 
rent the unit can provide ade- 
quate lighting power for all 
photographic purposes. 


at Pontiac dealers national con- 


| vention in Detroit this week. Not lost in the throng of more than 


4,000 who attended were, left to right: L. P. Fisher, GM vice-presi- 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 


13TH YEAR authentic and of value-—(ADN 6-10-1933 
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Collusion? 

ao the past few years, through legislation and 

proclamation, the efforts of our government have 
been directed toward removing competition from business. 
Laws controlling discounts, fixing prices, setting wages 
and limiting individual initiative one way or another have 
rolled from our legislative mills like ballyhoo from a 
circus barker. It is strange, then, to find the same govern- 
ment charging collusion when 14 rubber companies sub- 
mit identical bids on a government contract. 


True, those of us who are familiar with the competitive 
system of the past might look askance at 14 bids from 
separate companies which were identical down to the 
penny—especially so, when the same thing occurred when 
bids were submitted a second time. But government of- 
ficials who have been directing their efforts to attain that 
very end—one price for all, one price from all—seem a 
little ridiculous when they complain about the success of 
their own scheme. 


It is conceivable that under the pattern laid down by 
legislation existing today, bids from any number of pro- 
ducers for any given article, might logically be identical. 
A low bidder no doubt would be charged with chiseling. 
Government, perhaps can control all factors going into a 
product with the exception of the individual initiative of 
the producer. Unless our government officials are willing 
to admit this and to agree that we cannot cure by edict 
the fundamental fallacy that all men are created equal, 
they should not yelp when their own uniform laws result 
in uniform bids. 


Highway Bankruptcy 

OINTING out that motor vehicle registrations in the 

United States had increased from 15,000,000 in 1923 to 
28,000,000 in 1937 and are likely to reach 37,000,000 by 
1960, Thos. H. MacDonald, chief of the U. S. bureau of 
public roads, in Boston recently declared that better high- 
way planning is most essential at this time. But farther 
in his address he said: 


“A critical condition is being reached in a number of 
states in highway affairs. This condition is the outgrowth 
of diversion of income, refunds of large amounts of high- 
way user taxes collected and bad organization. A stage 
has been reached, or is being reached, where large main- 
tenance costs, obligations on past indebtedness and other 
demands are absorbing almost the entire income, leaving 
no balance for reconstruction or for new construction. 
These conditions often are inherited and are not the prod- 
uct of those now in control but the important considera- 
tion is the drastic revision of policies to overcome the 
drift toward highway bankruptcy.” 


This industry is as dependent upon roads as a tree is 
dependent upon its roots. It is the duty of every person in 
the industry to exert whatever influence he has in his 
community to see that the conditions Mr. MacDonald 
mentioned are permanently corrected. 


oe 
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By GEORGE M. SLOCUM 


THE Having arrived Fri- 
BROADWAY day morning from 
BLUES! LaGuardia’s village 
on the Hudson, I 
feel duty-bound to answer two 
questions: First, I did not see 
either of the Yankee massacres, 
believe it or not. Second, only 
professional Wall Streeters know 
the why of the present stock 
nosedive. They are publicly blam- 
ing it on everything from the 
war in China to the recent Legion 
convention in New York. 
Ea * * 


FROM WHAT I gathered, that 
same Legion convention is the 
best thing that has happened in a 
century, to convince New York 
that after all they are only the 
tail and not the dog. There are 
always a half dozen or more con- 
ventions going on in New York 


which make not the slightest im- | 
at the} 


pression, except perhaps 
box office of the French Casino. 
With the Legion it was different 

they took the town like Grant 
took Richmond and no conquer- 
ing army could have reduced the 
proud citizens of this great me- 
tropolis to a greater degree of | 
inferiority. 


tk tk th 





TO PROVE HOW unfounded 
are the Wall Street jitters, I| 
quote from a copyrighted article 
by John T. Flynn on the financial 
page of Thursday’s New York | 
World Telegram in which he} 
points out: First, that “In the | 
nine months just closed Pin A, 
tions paid out a little over $3,- 
000,000,000 in dividends. This is 
just about $500,000,000 more than 
last year. This is the largest in| 
the last six years. | 

“In that time more than 700) 
corporations have been able to} 
pay up old, accumulated dividend 
deficits on preferred stocks. 
Nearly 800 have been able to pay | 
extra dividends. In September | 
alone the dividend payments were 
the largest paid out by corpora- 
tions since 1930. 

“In spite of strikes and contro- 
versy the motor companies and 
the motor equipment companies | 
paid out very much larger divi- | 
dends than last year. It is at 
this moment of the highest earn- 
ings for corporations since the | 
depression got under way that 
the stock market chooses to go} 
into a decline. 

“Purchasing power is still high, 
impaired only to the extent that 
high prices have impaired it. 
Government spending continues 


at a lively pace and bank lending | 


is about to round out its first fair 
year. And just ahead lies Christ- 
mas and probably the most 
abundant Christmas since 1929.” 


ok * ES 


JUST HOW anyone can figure 
that we cannot expect good busi- 
ness ahead with a _ prosperous 
farm population selling abundant 
crops at the highest prices paid 
in a decade and with climbing 
employment and receding welfare 
rolls, is a mystery to me. Even if 


| ning 





we haven’t the money to invest 
in any dozen of the Wall Street 
industrials, jot down the names 
and the prices at which they are 
selling today and see what a 
paper profit you could have had 
by, say, the first of December. 
* * * 


OF COURSE the Broadway 
“nities” were complaining that 
the market had practically ruined 
them but we yokels were still 
begging for a ringside table and 
were lucky to get one back of the 
potted palms!—G.M.S. 
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Why Not Close the Window? 





In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Maxwell 


There recently came 
possession in very excellent run- 
condition a_two-cylinder 
Maxwell car. I was wondering if 


| through your records or files you 


might give me some information 
concerning it. 

On the name plate underneath 
the seat the car is given as a 
model LC. The car number is 
5564. In addition to this name 
plate under the seat there is a 
plate on the dash with a large B 


| inscribed on it. At the top of the 


plate it has the words Newark 
Branch. In the lower left hand 
corner are the numerals 07. I 
know that this car was pur- 
chased used in September, 1908. 
We know nothing other than this 
nor do we know its original 
owner. It was owned by a person 
in Pennsylvania who is now de- 
ceased, I have the first Pennsyl- 
vania license tag dated 1908 
which he used and the last one 
of 1914. 


It might interest you to know 
that this car had not turned a 
wheel since 1914. With three 
hours’ work and the expenditure 
of 90 cents for new radiator hose, 
we had the engine working and 
it is very quiet. We have ordered 
a new set of tires for this car 
and we very shortly expect to 
have it on the road. 


Will you be so kind as to tell 
us if possible exactly when it 
was made. If you have any mo- 
tor specifications available we 
would appreciate it. — JAMES 
DAVIS, Moorestown Garage, 
Moorestown, N. J. 

Editors Note: Sorry we don’t 
have this data, but perhaps some 
reader will supply it. 


Registrations 

Up to this writing we have not 
received your pink sheet giving 
passenger car registrations for 


into our | 





all states for July. Your issue of 
Sept. 15 included in the total, 
Wisconsin registrations for the 
first six months, and, of course, 
we would like to have at this 
time the registrations for July. 

If you could forward the fig- 
ures to us by return air mail, it 
would be greatly appreciated.— 
J. H. WRIGHT, Comptroller, The 
Studebaker Pacific Corp. 

Editor’s Note: 
Wisconsin's registration 
are prohibited under the 
of a new state act. 


Publication of 
figures 
terms 


Legislation 

I have been reading your re- 
cent editorial comment on the 
trend to legislation controlling 
motor vehicle retailing. I agree 
with your viewpoint that dealers 
should be very cautious in their 
efforts to control conditions in 
the trade by statute, but to a 
great extent there seems to be no 
alternative left. 


Many of the difficulties in auto- 
mobile retailing originate in the 
contractural relations between 
dealers and their factories. The 
lack of protection which many of 
these so-called contracts afford 
the dealer places him in a posi- 
tion where the threat of cancel- 
lation is a serious handicap to 
the use of his better judgment. 
The result is that in order to 
maintain the volume demanded 
by his factory, and thus retain 
his franchise, the dealer resorts 
to bad business practices which 
injure himself and the trade as 
a whole. 

Until there is some voluntary 
correction in this regard, the 
dealer will continue to act like a 
scared rabbit and climb under 
the first brush heap of legisla- 
tion he comes to.—A Pennsyl- 
vania dealer. 
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r \HEY said it was going to be a year with- 
out much news to it. 


But they didn’t reckon on Buick. 


They didn’t know what was going on behind 
the scenes in Buick’s busy engineering depart- 
ment—and now they’re in for the surprise of 
their lives! 

For when the big news breaks on what Buick 


has ready for the 1938 selling season, it won’t 
be a matter of new styling alone! 


It will be the story of TWO of the biggest 
engineering features the industry has seen in 
a generation! 


to make Buick the standout car of the year 
for the third successive season! 


With doth stories to tell, the man who sells 
Buicks this year has a double edge on the field 


—a double scoop on his competition! 


Every Buick dealer will have a double-barreled 
story with a wallop in each barrel—and it’s a 


story no other dealer can tell! 


There are a few good spots still open to the 
right dealers. All protected territory. All with 
assured potential. Better get the dope—and 
go to town with Buick in 1938. 


The man to write to is W. F. 


Ps 


Hufstader. He’s General Sales 
Manager of Buick, and his address 
is Buick Motor Division, General 
Motors Sales Corpora- 
tion, Flint, Michigan. 


There will be a brand new engine Tala Pea 
VaR Behe mt 
ARE BU\E i 5 tie 
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story. 
And there’ll be a new ride story too. 


Either one alone would be enough 


KEEP A WEATHER EYE ON BUICK! 


YOUR MONEY GOES FARTHER IN A GENERAL MOTORS CAR 


aa 
BUICK DEALER 
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Group 


LANSING.—Gross sales in the 
automotive group in Michigan for 
the year ended June 30 increased 
more than $200,000,000 over the 
previous year, according to Dra- 
per Allen, managing director of 
the state board of tax administra- 
tion. 

General retail sales in the state 
increased nearly $1,000,000,000 
over the previous period, retail 
automobile sales contributing 23.2 
per cent of the total, against 22.1 
per cent the year before. The 


Tire Companies 


May Appeal on | 


Govt. Contract! 


WASHINGTON.—An appeal to 
the courts to prevent Secretary 
of the Treasury Morgenthau from | 
awarding a contract for govern- 
ment tire purchases to Sears, 
Roebuck & Co. without com- 
petitive bidding, may be taken by 
the major tire companies af- 
fected, representatives said here 
early this week. 

Last week Secretary Morgen- 
thau declared that 14 major tire 
companies had submitted identi- 
cal bids, allegedly as the result 
of collusion, and declined to make 
awards to any of them. Instead 
he awarded Sears-Roebuck, which 
had not bid, a six-months con- 
tract to supply the government. 


It is believed the tire com- 
panies will seek to enjoin the 
treasury, charging that there has 
been no proof of collusion, that 
the secretary has no authority to 
award contracts except as the re- 
sult of competitive bidding, and 
that the tires purchased are of a 
grade originally barred from the 
contract advertisements. 


Drive Planned 
To Halt Diversion 


TRENTON, N. J.—A campaign 
will be launched to secure the 
signatures of 800,000 New Jersey 
motorists to petitions asking that 
the state legislature initiate a 
referendum to change the state 
constitution to prohibit diversion 
of motor taxes, it was announced 
here at a meeting of the New 
Jersey Highway Users Confer- 


ence, | 


A measure to bring about a con- 


stitutional safeguard against di- | 


version was introduced in the 
state 


but was never moved. 


Yields Or 
Of Total Tax Collections 


| of 


| since 


legislature here this year, | 
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Over 23% 


total figure reported by Allen was 
$5,125,185,196 as compared with 
$4,292,512,795 the previous year, a 
| business gain for Michigan of 19.4 
per cent. 
| Gross automotive sales _ pro- 
| duced $12,920,142 of the total tax 
yield of $55,309,495, new and used 
|} cars and trucks yielding $7,809,- 
| 607, a gain of more than $1,500,- 
| 000. Sales tax collected from fill- 
|ing stations amounted to $3,497,- 
542, representing an increase of 
| nearly $900,000 in taxes and $53,- 
000,000 in gross sales. 
The taxes paid by other types 
business in the automotive 
group were as follows: Accesso- 


Automotive Sales in Mich. Jump $200,000,000 





| 








ries, tires and batteries, $669,020; 
aircraft and accessories, $4,352; | 
garage and repair shops, $776,976; | 
motorcycles, bicycles and supplies, 
$18,334. 

During the year the sales tax | 
collections topped the $5,000,000 
mark in a single month for the | 
first time since the act became | 
effective. In January, 1937, the} 
levy produced $5,596,954.99 and | 
that time the $5,000,000) 
figure has been surpassed twice 


|in June and July. A sharp drop | 


in sales tax revenue during Feb- 
ruary and March this year Allen 
attributed to the prolonged series 
of strikes that depressed retail 
trade in the state. 


Dodge | Field Staff 


Shifts Announced 


DETROIT.—Five field person- 
nel changes are announced by 
Forest H. Akers, director of sales 
of Dodge division of Chrysler 
Corp. 

A. V. Strapps, New Orleans dis- 
trict representative in the St. 
Louis region, has been reassigned 
to the duties of truck representa- 
tive in the St. Louis region, with 
headquarters at New Orleans. The 
post vacated by Strapps’ transfer 
is filled by O. C. Barnett. 

Dave Neill has been appointed 
truck representative in the De- 
troit region, with headquarters at 
South Bend, Indiana. Clare Robi- 
taille has been transferred from 
the factory truck sales department 
to the Detroit regional office, as 
truck representative with head- 
quarters at Mansfield, Ohio. 


E. J. Graham, regional 
chandising manager in the Bos- 
ton region, is assigned to the 
combined duties of used-vehicle | 
|and merchandising  representa- 
| tive. 


mer- 


ADN’s editorials present an au- 
| thentic interpretation of news vital 
‘to the industry. 


BARNSTORMING EXECUTIVES 


| That must 
|} nouncement 





ignal Light Held 


No Traffie Solution 


RICHMOND, Va. (UTPS). 
—“The use of stop and go 
lights is not a solution for 
traffic problems,” according 
to Thomas H. MacDonald, 
chief of the bureau of pub- 
lic roads of the United 
States department of agri- 
culture. 

The trend of highway im- 
provement, he believes, will 
be to provide a continuous 
flow of traffic from con- 
gested downtown areas well 
into the suburban. areas, 
without counter and cross- 
current requiring signs. 
While the cost will be high, 
it is only through such ar- 
teries that the business dis- 
tricts can continue to serve 
the ever increasing popula- 
tion, MacDonald said. 


S 








Chrysler °38 Line 
Shown to Dealers 


In 36 Meetin 


DETROIT.—Chrysler’s 1938 line 
is being formally presented to its 
dealer body in a series of one- 
day meetings in 36 cities, which 
will be completed by next Tues- 
day. 

Sound films are being used to 
insure uniformity and interest in 
the presentations of the new 
models and the changes made in 
them for 1938. Several models in 
different body styles are on view 
at each meeting. 

Joseph W. Frazer, 
dent in charge 
Chrysler division, Chrysler Corp., 
in discussing the meetings said: 

“q liberty to reveal 


7) 


am not at 


Os | 


vice-presi- | 
of sales of the} 


DETROIT.—Division managers 
and field representatives of the 
Lincoln Motor Co. from the 36 
Ford sales branches and several 
foreign countries were in Detroit 
this week for a three-day sales 
meeting and preview of the 1938 





tor cars. 

Spurred by the successful 1937 
|} season, in which approximately 
30,000 Lincoln-Zephyr cars were 
|} produced, almost double the 
| volume in the preceding year, the 
| Lincoln organization is looking 
| forward confidently to a substan- 
| tial further increase in business 
in 1938, A. S. Hatch, in charge of 
Lincoln sales, informed the branch 
representatives. In course of the 
| meeting the representatives in- 
| spected the Lincoln plant and 
| watched the production lines in 
operation. 

| Among the 75 attending were 
|}representatives from Canada, 
Mexico and the Matford Co., 
Ford’s French manufacturing 
company, as well as from Ford 
| branches in Buenos Aires, Argen- 
tina; Sao Paolo, Brazil; and Cris- 





Boosters to Elect 


NEW YORK.—Automotive Booster 
Club No. 13, of New York, will hold 
its annual election of officers Nov. 1, 
club officials announced this week. 
Up for election are: 
Louis W. Appell; vice-president, 
Samuel H. Fox; treasurer, 
O. McGuigan; secretary, Charles E. 
McCabe; and directors, Ira Bern- 
| stein, Sam Rosenthal, Leo Sullivan 
and Ed Nally. 





| news in the automotive world, read 
|Chris Sinsabaugh’s authoritative 
“Sparks” column. 


any of the details of the 1938 line. | 


later in the month. 


| But I can say that all of our cars 


| are going to be bigger, that they 


will have new and larger engines 


| and that they will have more eye 
| appeal. 


“So confident are we that this 


| new line will set new sales rec- 


ords that we have enlarged and 


| improved our production facilities 


| in the Chrysler division. We not 


of the De Soto division of 


Chrysler Corp. are making a 17,000-mile swing around the country to 


present the division’s 1938 program. 


De Soto vice-president, left, discu 
South Bend dealer. 


At South Bend, L. G. Peed, 
sses prospects with W. R. Hinkle, 





only have increased and _ re- 


| arranged manufacturing space to 
| take care of a greatly increased 
| production schedule, but we have 


introduced or perfected processes 


|} that will enable us to turn out 
| this much larger number of cars 


with higher standards of pre- 


| cision than ever before.” 


125 Cars a Day 


SOMERVILLE, Mass.—Somerville 
Sales & Service, Inc., has installed 
one of the largest servitoriums ever 
opened in New England. It will 
handle 125 lubrications a day with 
no waiting. 


await our formal an- | 





| Lincoln and Lincoln-Zephyr mo- | 


. i 
President, 


William | 


For news of the men who make}! 


president, is expected shortly. 


WHEN SALES MANAGER meets sales manager. 


CANDID CAMERA CATCHES the famous Nash smile spreading across the countenance of Charles 
W. Nash, chairman of the Nash-Kelvinator Corp., at the distributor meeting this week at Chicago. At 
the right Nash appears to be pondering the question: Who will win the world series? 


Lincoln’s Field Forces 
Attend 3 -Day Convention 


tobal, Canal Zone. Foreign repre- 
sentatives said the Lincoln-Zephyr 
|had been especially successful 
abroad where gasoline costs are 
| high because of its economical 
| fuel consumption, said to average 


14 to 18 miles per gallon. 


| eee 
Oldsmobile Sales 
Set New Record 

During Sept. 


LANSING. — Winding up the 
last 10 days of September with 
national retail sales of 3,089 units, 
an increase of more than 32 per 
cent over the corresponding pe- 
riod of 1936, Oldsmobile estab- 
lished new sales records both for 
the month of September and for 
the first nine-month period dur- 
ling any year in Oldsmobile’s 
history. 

Figures released by D. E. Rals- 
ton revealed the nine-month sales 
total at more than 156,000. Sep- 
tember sales exceeded sales in 
| September of last year by more 
than 1,200 units. 
| According to Ralston, the Olds- 
mobile factory now is operating 
at capacity production on the 
1938 Oldsmobile six and eight 
cars. 


Distributor Named 


| NEWARK, N. J.—The Fanning 
| Motor Co. of this city and East 
| Orange has been appointed Hupmo- 
| bile distributor for the entire North 
| Jersey area, it was announced here 

early this week. The Fanning ter- 
| ritory embraces 12 counties, more 

than half the state. Announcement 
| of dealers by Frank J. Fanning, 


A. vanDerZee, 


Dodge’s general sales manager, left, whose division annually buys 
thousands of Plymouths from Harry Moock, Plymouth’s general sales 
manager, right, tries to sell Moock on the 1938 Dodge at the first 


showing of the line in Detroit this week. 





lar happen 


break a trail to your door 


What lies ahead? 


Today the shock of world events 
shakes the foundations of our life. 


Ten thousand miles away, Japan is 
driving her iron juggernaut over 
the world’s oldest civilization. 
And London grooms opinion for 
an Anglo-American trade boycott 
to strangle the aggressor. 


In the remote obscurity of scientific 
laboratories, world events too are 
breaking trails into the future. 
These trails reach out toward re- 
gions few have dreamed. Tray 
agriculture will cut the price of 
bread and transform more econ- 
omies than armies of conquest. 


At Bonneville, Oregon, Roosevelt 
starts the first generator of a great 
new Federal power project, backs 
a vast network reaching out to 
almost every state and community 
—is this a trend toward the totali- 
tarian state? 


Nationalist and internationalist, 
individualist and regimentalist, 
rich and poor alike—far happen- 
ings break a trail to their door. 


Along these trails lie the answers 
to the question in the heart of every 
thinking man and woman today: 
What of the future? 


What lies ahead? 


More than forty-seven years ago 
the weekly digest of events was 
born, because the news had become 
so complex that no one could fol 
low all the vital events. 


INS 


Today a weekly digest of facts 
alone, a mirror of past events, is 


not enough. 


What do these events portend? In 
what direction are they moving? 


What of the future? 


NEWSWEEK gives you an interpre 
tation* in economics, in politics, in 
science, in the great movements of 


our day. 


Born of the need of thinking men 
and women, thinking for the fu- 
ture, NEWSWEEK will help you 
read the signs of the trail. 


Tlewsweek 


THE MAGAZINE OF NEWS SIGNIFICANCE 


*On sale at newsstands...IOc a copy 


* 
NEWSWEEK’S 
trail-breaking 
for the forward-minded 
* 


Periscope—the meat of tomorrow’s headlines 


features 


in sparkling paragraphs of events and people 
—sidelights silhouetting inner significance of 


news—informing, devastating, unique, 


* 


Perspective—Raymond Moley’s meaty wit 
a forecasting page on the big 


issues of our day in politics and 


* 


Entertainment — lo sky-scratching columns 


and wisdom 


econom ics. 


—Sinclair Lewis’ Book Week—George Jean 
Nathan’s Theatre Week—and significant cine- 


ma doings. 


* 


*ictures—news photos important, unusual, 


significant photo short shorts, complete 


quickies of arresting current happenings. 


* 


The News—the big stories of the week boiled 
down to pungent extract and interpreted as 


to what’s coming. 


* 


Foreign Affairs—what other governments are 


doing and what they have up their sleeve, 


* 


Business—the currents of American business 
—rapids, pools, open water and what’s around 


the bend. 


Science and Education—exciting major events 
and trends distilled from technical reports 
rendered into English—simplified, clarified, 


interpreted. 


* 


Transition—who is born—who is ill—who has 
dicd—who has married—who is where— 


among the news names, 


* 


Sideshow— oddities of the news from here 
and there and yonder—snapshots of life hu- 


morous and tragic. 


* 

NEWSWEEK— paced for the tempo of 
today—written for men and women who 
have a stake in the present, and want to 


protect it in the future. 
* 








OLDSMOBILE STEPS 


The dashing new Style-Leader Six 


GREATEST ROLL CALL OF FEATURES EVER 





ANNOUNCED IN A POPULAR-PRICED CAR! 


OLDSMOBILE today presents the new 
Style Leaders for 1938...a dashing 
new Six...a dynamic new Eight! Here 
are cars designed to set America’s pace 
in freshly distinctive streamline styling 
... to outvalue anything else within hun- 
dreds of dollars of their price. In every 
way, they are the finest and most ad- 
vanced carsinall Oldsmobile’s forty years 
of quality manufacture. Both of these 


great new cars for 1938 feature all the 
latest improvements and refinements, 
such as the new Safety Instrument Unit 
and Safety Dash, the new Safety Interi- 
ors and many others. Both offer the new 
driving sensation of the year, Oldsmo- 
bile’s Automatic Safety Transmission. 
And both offer Oldsmobile dealers the 
opportunity to step out ahead again with 
stepped-up sales and stepped-up profits! 


WRITE FOR INFORMATION 
D. E. Ralston, General Sales Manager, 
Oldsmobile Division, General Motors Sales Corporation, 
Lansing, Michigan. 

I, too, am interested in stepping ahead with Oldsmobile for 
1938. Please send me, in confidence and without obligation on 
my part, complete information on Oldsmobile’s 1938 Cars, Sales 
Plans and Franchise. 


Name 
Business 


Address 
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DUDA A 


The dynamic new Style-Leader Eight 


With Two 
New Style Leaders 


BOTH OFFERING 


AUTOMATIC SAFETY 
TRANSMISSION 


OLDSMOBILE’S sensational, new automatic transmission provides 
dealers with one of the greatest selling features they have ever enjoyed. 
More than just a gear shifter, Oldsmobile’s Automatic Safety Trans- 
mission makes driving simpler, easier, safer . . . cuts fuel costs 18% 
to 20% ... opens a whole new world of flashing, flowing perform- 
ance. It is offered as optional equipment on all models at extra cost. 


HANG UP A RECORD VEAR / 





Modernization 
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Miss. Dealer Records 370% Service Sales Gain 


n is Credited 


With Jump in 18 Months 


By E. M. LUBECK 
Special Writer, ADN 

JACKSON, Miss. — Eighteen 
months ago Robinson Bros. 
(Packard) remodeled its service 
department and set up a com- 
pletely modernized lubrication 
department at a point in the shop 
where it would command the at- 
tention of Packard and other car 
owners, 

Prior to that date the com- 
pany had never handled over 90 
cars a month. Sales rarely went 
over $150 per month. Average 
sales of lubricants amounted to 
only a little more than the usual 
charges for chassis lubrication. 
No special sales effort was used. 

Immediately after opening the 
department, which was equipped 
with every needed piece of ap- 
paratus for complete car and 
chassis lubrication, and with the 
installment of a vigorous sales 


N.H. Begins Inspection 


Of Car Safety Parts 


CONCORD, N. H. (UTPS).—An 
inspection of safety equipment on 
New Hampshire automobiles has 
been started by the motor vehicle 
department. 


The department will allow a 
month for a check of brakes, 
lights and other equipment. This 
year’s inspection is being held a 
month later than in 1936. 


; campaign, business increased to 
a point where the company is 
now handling over 400 cars per 
month and lubrication sales are 
in excess of $1,000 per month. 


The 


department’s individual sales up 
to an average of around $2.50 per 
car. The actual increase in per- 
centage has been 
cation jobs, 70 per cent; 
ment volume, 370 per cent. 


The service department, due to 


the increased volume of business 
in the lubrication section, has 
developed to a point where the 
average is around 67 jobs per day 
and includes not only Packards 
but other makes of cars. This 
increase has also had its effect 
on parts and accessory sales. 


Before the department was 
modernized, tire sales amounted 
to practically nothing, tires being 
purchased from outside sources 
on customer demand. By going 
after the tire business in a strong 
followup campaign, the tire busi- 
ness of the company has de- 
veloped into one of the important 
phases of the company’s business. 

In a recent letter, the Robinson 
organization states that “the 
smartest thing a retail automo- 
bile dealer can do is to have a 
very outstanding lubrication de- 
partment, and it both gets busi- 
ness and keeps it coming in, 
which insures contacts for serv- 
ice and car sales.” 





FLY. to the 


AUTO SHOW: 


via UNITED 


Leave later 


To NEW YORK from: 


BRMTEE ec cccccccces 18 hrs. 
PORTLAND. . 
LOS ANGELES 


(via connecting airline 
to Cleveland ) 


& 
Equally fast from cities in-between 


Arrive earlier 


. Get home quicker! 


NEW LOW FARES! 
* Save days by United’s new 


3-stop overnight service, only 
1514 hrs. from the Pacific 
Coast to New York. Only 
United links all Pacific Coast 
cities to Chicago and the East. 
* It’s economical —new low 
round-trip fares to New York. 
If your company has a Volume 
Air Travel Plan, use it and 
save 15%. 

*& From California, Seattle, 
Portland, Salt Lake or Denver, 
overnight sleeper planes and 
scenic daylight flights. From 
Chicago, Detroit, Cleveland, 
commuter service to New York. 
* Giant Douglas-built Main- 
liners, de luxe Skylounges and 
latest type sleeper planes. 


TICKETS: United Offices, Hotels, Travel Bureaus, Telegraph’ Offices 


United Air Lines 


THE "MAIN LINE” AIRWAY 


sales of motor oils and | 
other lubricants has brought the | 


chassis lubri- | 
depart- | 





FROM AN AVERAGE OF 90 cars serviced every month to an average of 400 cars in the 18 months 
following complete remodeling of its service department and modernization of its lubrication depart- 
ment, is the record of Robinson Bros. (Packard) of Jackson, Miss. Actual percentage increase in de- 
partment volume is stated to be 370 per cent. Part of the new lubrication department is shown above, its 


appearance alone being a potent 1 factor in bringing in about $1,000 in lubrication sales every month. 


Pre-Winter Service Drives 


Add Profits in Cheyenne 


CHEYENNE, Wyo.—Campaigns 


to boost service department busi- 
ness in early fall by bringing in 
Cheyenne motorists for pre-win- 
ter work have resulted in near- 
capacity business for the service 
departments at the Walton Motor 
Co. (Ford) and W. E. Dinneen, 
Inc. (De Soto and Plymouth). 

The Walton company’s adver- 
tising drive added 30 per cent to | 
department volume in the first | 
week. 

Pre-winter suggestions that} 
proved popular included a $4 en- | 
gine tuneup covering the ao! 
ing items: 

1. Test compression showing 
condition of rings and valves; 
2. Clean, adjust and test all spark | 
plugs; 3. Test battery connec- 
tions—clean and tighten if neces- 
sary; 4. Check distributor—replace 
points; 5. Test coil, high tension 
wires, terminal plates, rotor and 
distributor cap for breakdown 
6. Test condenser; 7. Test fuel | 
pump and clean screen; 8. Clear 
obstructions in fuel line; 9. Ad- 
just carburetor and _ eliminate) 
vacuum leaks; 10. Time ignition; 
11. Road test car. 

Anti-freeze, at $2.95 per gallon, 
was installed in more than 25 per 
cent of the cars coming in for 
the pre-winter checkup. 

When the cooling system of a| 
customer’s car was extremely 
dirty, the service manager recom- | 
mended boiling it out with a/| 
cleaner and flushing with the 
company’s back flusher under ex-| 
treme pressure. This job costs} 
$2.50 extra, but.a large number of 
cars had the work done as the 
result of an intelligent explana- 
tion by service floor mechanics. | 
The mechanics also pointed out 
that a change should be made to 
winter grease for easier gear 
shifting and proper lubrication. 

In addition to these service 
operations, the Walton mechanics 
“talked up” heaters and defrost- 
ers, with resultant additional 
profits. Heaters were installed in 
about one-third of the late model 
cars that did not already have} 
them, during the first week of the 
campaign, while about 12 per 
cent of the jobs that came in in- 
cluded installation of a defroster 
at $4.80 for the job. 

The Dinneen company in its 
pre-winter service operations is 








stressing water connection check- 


in connection with the in- 
stallation of anti-freeze. 

The Dinneen pre-winter special 
included the following items: 
1. Drain and fill crankcase with 
winter motor oil; 2. Drain and fill 
transmission with winter lubri- 
cant; 3. Drain and fill differential 
with winter lubricant; 4. Adjust 


ing, 





5. In- 
lubri- 


and pack wheel bearings; 
spect Springs and covers- 
cate if necessary. 

The special has nearly doubled 
lubrication department business 
during the past week-end over 
the preceding one. 

Accessory sales also are being 
pushed by this company, with 
heaters being installed complete 
in a price-range from $8.95 to 
$22.95. Defrosting equipment, win- 
ter fronts and thermostats have 
been moving well as the result of 
the company’s sales efforts. 


AMERICAN 


FLAGSHIP 


Convenient 
Flagship 
Schedules 
Between— 


gvronoene dealers, distributors and 


factory representatives travel ‘‘Amer- 


ican” because it is the time-saving, clean, 


comfortable way to go. You relax in 


DETROIT 


and 


New York 
Chicago 
Boston 
St. Louis 


Los Angeles 
and 


51 other 
major cities 


luxurious 


“‘American’s” 


lounge chairs in 


giant Flagships. An attractive Stewardess 
serves delicious complimentary meals. To 
or from California, you travel overnight 


in 14-berth Flagship Skysleepers on 


Call Your Travel Agent 
or American Airlines 


AMERICAN 


AIRLINES inc. 





“American” 


Southern All-Year Route. 
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His desk is the 
“Control Board” 
for new car 


buying 


T3012399 


... Sell him, 370,000 of him, through BUSINESS WEEK 


Here is the Automotive Market 


that Business Week Delivers* 


Car Owners: 93.24% of Business Week subscribers own 
one or more cars...28.7% own two or more. 

New Car Prospects: 31.2% of Business Week subscribers 
contemplate a new car purchase within a year. 

Truck Owners: 40% of Business Week subscribers are in 
companies which own an average of over 43 trucks per 
company. 

Company Cars: 40% of Business Week subscribers are 
executives of companies which operate an average of over 
14 cars for sales use. ‘ 


* From recent survey by Crossley, Inc., among 1018 typical Business 


Week subscribers. 


TT IE EXECUTIVES who read BUSINESS WEEK are the 
key men in the new car market. They represent America’s 
most responsible business men—the men on whose ultimate deci- 
sion every sale hangs. Through their control of both family and 
business budgets, this executive audience holds the final word on 
selection. 

These men read Business Week — every week. Over 97,000 of 
them subscribe to it . . . depend on it... look for it... pass it 
along to another 270,000 readers. Of this group, 93.24% own one 
or more cars for personal or family use— 28.7% own two or more. 
Sell them your car, your automotive product through Business Week 
...it reaches more of them, per advertising dollar, than any other 


publication! 


BUSINESS WEEK 


The Executive’s Business Paper 


Alert... Accurate... Authoritative 


330 WEST 42nd STREET, NEW YORK, N.Y. 
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Cleveland Bureau Extends Drive on ‘Bootleggers’ 


New Car Sales 
In Canada Rise 
92% in August 


MONTREAL. — There were 9,- 
074 new motor vehicles sold in 
Canada for $9,521,833 during Au- 
gust, a gain of 52.8 per cent in 
number and 52.4 per cent in val- 
ue as compared with August, 
1936, when 5,937 vehicles retailed 
at $6,246,100, according to a re- 
port issued by the bureau of sta- 
tistics. 

The number sold during the 
first eight months of the year ex- 
ceeded the entire year 1936. There 
were 118,314 vehicles sold during 
the eight-month period, January 
to August of this year, compared 
with 89,603 for the same months 
of 1936, and 115,759 for the year 
1936. 





¥ 


BIGGEST EDIBLE BIRTHDAY CAKE ever made by the Hotel 
Astor, New York, draws a gasp of surprise from Jean Maloney, “Miss 
Plymouth of 1938.” The cake was prepared for Plymouth’s 10th an- 


niversary dealer preview in New York this week, and was presented | 


by the dealers to the New York Orthopaedic Hospital. 


s|Dealer Fair Practice Rules 


Declared Aid in Campaign 


CLEVELAND. Its successful 
drive against “new car” boot- 
leggers is being continued here 
by the Cleveland Better Business 
Bureau, working in co-operation 
with the Cleveland Automotive 
Trade Assn., in an effort to hold 
local bootlegging activities at an 
absolute minimum. 

Close co-operation 
CATA, dealers, factory  repre- 
sentatives and sometimes. the 
finance companies, has enabled 
the bureau to end much of the 
bootlegging “of some local and 
out-of-town dealers,” according to 
W. Dan Bell, manager of the 
automobile division of the bureau. 
Promulgation by dealers of fair 
| practice rules which prohibit the 


with the 


oe” i 


develop new efficiencies with Private Line Teletypewriter Service 


a whole day, strengthening customer good will... 
would save $50 per month over former equipment 
costs... would reduce the average time for trans- 
mitting orders by 40% . . . and that one teletyping, 
with carbons, would provide the order form, invoice, 
billing record, production guide, packing slip, and 


A get-together between the heads of a business and 
Bell System representatives can often effect far- 
reaching savings throughout the business. 

For example, Everfast Fabrics, Inc., needed rapid, 


accurate communication 


office and the “finisher’s” plant in Wilmington, 
Delaware. Bell System representatives offered to 
analyze the existing set up with company officials. 

Together they found that Private Line Teletype- 
writer Service would not only solve the communi- 
cations problem, but also effect new efficiencies in 
order handling... that it would speed-up shipments 


between its New York 


parcel post label. 


installed the service. 


Naturally under these circumstances Everfast 
A similar 
co-operative survey may lead to 
new efficiencies in your business. 
Call your local telephone office. 








taxi service.” 





advertising of a new car of a 
current model in the classified 
columns of the newspapers, also 
hampers bootlegging activities, 
Bell said. 

In a series of advertisements in 
Cleveland newspapers the bureau 
is warning prospective buyers to 
deal only with authorized dealers, 
especially in the case of new cars. 

One of the advertisements 
states, in part: 

“In used cars there is, of course, 
a wide open market but in the 
purchase of new cars the warn- 
ing is to buy them from author- 
ized, enfranchised dealers. 


“There are other practices by 
unauthorized dealers against 
which the buying public is warned. 
In some instances cars of obso- 
lete model and type have been 
offered as new, current models. 
This is apt to occur at the close 
of the model season. Then cars 
which are in a style a year old 
are misrepresented. When such 
models are in the hands of au- 
thorized dealers they are adver- 
tised for what they are and sold 
at a discount. But when such 
cars find their ways onto the lots 
of unauthorized dealers misrepre- 
sentations sometimes are made 
and purchasers are out of pocket. 
They are, it is true, not used cars 
but neither are they new cars of 
current models. 


“Buyers looking too hard for 
bargains are warned to be on the 
lookout for converted taxicabs. 
The Better Business Bureau re- 
quires passenger cars which have 
been in taxicab service to be ad- 
vertised as such, but unscru- 
pulous dealers sometimes try to 
get away with it otherwise by 
advertising such vehicles merely 
as used passenger cars without 
letting the public know they have 
had thousands of miles of use in 


INCREASES 
POWER... 


OF NEW BANTAM ENGINE 


One of the welcome surprises 
for the coming Show season is 
the entry of the American Ban- 
tam Car which will feature a 
coupe and three truck models 
for 1938. Perhaps the most strik- 
ing refinements are found in the 
little four-cylinder engine which 
originally developed only 13 
horse power, and is now boosted 
to 20 without changing size or 
weight. This has been accom- 
plished by increasing compres- 
sion ratio with the use of an 
aluminum alloy head and the 
adoption of Bohnalite Autother- 
mic pistons. Because of their 
high strength-weight ratio Nickel 
Alloy Steels have contributed 
materially to this increased en- 
gine output. Chrome-Nickel al- 
loy steel is used for connecting 
rods and the one-piece intake 
valves. Chilled Nickel alloy iron 
is used for the cast camshaft. 
And in addition, the transmission 
gears and shafts are fabricated 
from high grade 
Nickel Alloy 
Steels. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 





i} * Se it's been a good year. 


The industry is scoring an 8"); sales in- 
crease over 1936. But—have you heard 
about Nash? Latest records show an 
EIGHTY-THREE PER CENT increase 
for Nash dealers! Over 10 times the sales 
gain of the industry at large. No doubt 
about it—Nash is going places! 


CLIMB ON THE 
ya 


ATS 


hat, THAN THE INDUSTRY! 











mu 1938: oa pee 


producesa history-making line 






of cars! A line of cars backed by 







a Franchise that will make you 






more money. Here's the whole 


story. Read it. Now is the time 






to get on the band-wagon! 








In a Year When Most Car Makers 
Have Made Only Minor Changes— 


HOTTEST CAR Wi 


4 





as 





( 


70 Degrees inside a Nash when it’s Zero outside 


ma © First Conditioned Air System for Winter Driving! 
@ The Greatest Engine Advance in 20 Years! 

@ Perfected Automatic Gear-Shifting! 

@ Sound-Proofed a New Way—25% Quieter! 

@ A New Ride with “Sea-leg” Shock Absorbers! 

® Biggest cars in their field-NOW MADE BIGGER! 





Here’s the outstanding 
DEMONSTRATION STORY 
in the Industry today... What can YOU 
do with it? 


Here’s not the whole story—just a few highlights. But 
enough to show you—here’s news that is NEWS! 


Let's begin with the Nash “Conditioned Air System.” 
You've heard rumors about it—here are the straight facts. 


It means comfort, cleanliness, enjoyment—that have 
never been built into a car before! No more icy drafts, dust, 
dirt, window-steaming in winter. You can drive in your 
shirt-sleeves when its zero ... go through a dust storm and 
keep your clothes spotless! 


Fresh outside air is filtered, warmed (in winter) .. . de- 
livered under pressure to all parts of the car... 400 cubic 
feet a minute at average speed. 


NEW “SUPER-THRIFT” ENGINE 


Another revolutionary development! Intake and exhaust 
manifolds sealed inside the block . . . useless parts elimi- 
nated. And here are the test results: 10% more power, 12% 
more mileage, on same gasoline ... and absolutely uniform 
performance 365 days out of the year! 

Talking about performance, you want to drive a new 
Nash. Considerably higher horse-power ratings on all three 
lines of cars. 

And here’s more news. The discovery of a new sound- 
proofing principle that produces almost uncanny results. 
Last year, Nash cars rated best in decibel tests . . . they are 
25% quieter in 1938! 






























NEW RIDING COMFORT, DRIVING EASE 


Add ... perfected Automatic Gear-shifting on a vacuum 
principle. Pick your gear, it does the rest. Eliminates clash- 
ing annoyance ... speeds up shifting to split-second tempo. 


Add ... Automatic Cruising Gear available on all lines, 
including the lowest-priced Nash LaFayette. 
Add... “Sea-leg’’ shock-absorbers that cushion bumps 


both laterally and vertically. Plus synchronized, pre-lubri- 
cated springs for the softest kind of ride and steering. 


Add ... interiors even roomier than the astonishing 
bigness of 1937 Nash cars. 


Add ... new styling, new appointments that are the 
finest ever designed for any Nash at any price. 


Add to all these, scores of new improvements .. . 83 
things in all... and you have the story of the most exciting 
new cars of 1938! 


If you want to go places “‘fast’’. . . if you believe in inde- 
pendent dealer principles... you should read the following 
page about the Nash Franchise. 

It’s not too late to get in on the Nash 
1938 sales picture. Write or wire C. H. 
Bliss, Vice-President and Director of 
Sales, Kenosha, Wisconsin. 


THREE GREAT 
NEW LINES OF CARS! 


The NASH-LAFAYETTE .. . for the low- 
er-priced field. A greater car than ever... 
now 95 h.p....117 inch wheelbase... has 
greater room, more eye-appeal . . . offers 
ALL the sensational new features described 
above... plus Nash precision-engineering. 
Priced to sell against the “all three” cars. 


The NASH AMBASSADOR 6... priced 
just above the lowest. Now 105 H.P.... 
121 inch wheelbase. Nash Twin-Ignition 
Valve-in-Head Engine of new ‘“Super- 
Thrift” design. 

The NASH AMBASSADOR 8 ... one of 
America’s finest cars, but priced for volume 
sales. Now 115 H.P.... 125 inch wheel- 
base. Nash Twin-ignition Valve-in-Head 
Engine of new “Super-Thrift’”’ design. 
We believe that this year again... ona 
direct comparison of specifications .. . 
Nash cars give the American public from 
$100 to $300 extra-value for their money. 



















NASH SPRINGS THE 
EWS IN YEARS! 


FIRST CAR WITH 
CONDITIONED 
AIR! 


Imagine what a 
wonder this one is 
to demonstrate! 
No more icy drafts, 
dust, stuffy air, win- 
dow steaming... 
always fresh, filt- 
ered, perfectly 
warmed air in zero-cold weather. You can drive 
in your shirt-sleeves. You can go through a dust- 
storm and stay spotless. Exclusive with Nash! 




















REVOLUTIONARY “SUPER- 
THRIFT” ENGINE i 


Biggest engine story 
in years! Modern- 
ized, simplified de- 
sign... exhaust and 
intake manifolds 
sealed in block... 
useless parts elimi- 
nated ... pays out in 
10% more power, —_— 
12% greater mileage on same amount of gasoline. 
Owner-tested 500,000,000 miles. Proved again 
and again to have lowest maintenance costs on 


















record. 

Brilliant new performance . .. weather condi- 
tions don’t affect it. Split-second starts in zero 
weather. 











EXCLUSIVE WITH NASH! 

FIRST FATIGUE-PROOF RIDE 
AND “SEA-LEG” 

SHOCK-ABSORBERS 


You'll get a real thrill out of 
Nash’s new ride. Result of five 
new ride improvements. You 
can demonstrate something 
really new in “‘Sea-Leg” Shock-Absorbers which 
give horizontal as well as vertical cushioning on 
bumps; great safety factor, too. 













THE QUIETEST CARS ON THE ROAD 


Demonstrate sound-proofing 
brought to such perfection 
that conversation can be car- 
ried on in whispers at high 
speed on rough roads. $e g 

A Nash-Kelvinator discov- = 
ery ... making use of new = 2 
principles. Get the story of . 
“dancing sand”... what it a — 
does to bring radio studio ae nw gana 
silencing. 
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THESE ARE JUST 4 OUT OF 83 FEATURES WHICH 
CAN BE DRAMATICALLY DEMONSTRATED 





‘SOME STRAIGHT TALK 


ABOUT THE 
NASH DEALER 


Now .. . How about the thing 
that really counts — in any auto- 
mobile franchise? Where do 
Nash Dealers stand today... 
in financial position... in NET 


PROFIT FOR THE YEAR? 


Climb into your car... drive five hundred miles 
through your own part of the country ... TALK 
TO TWENTY OR THIRTY NASH DEALERS 
... and you'll have an answer that is ALMOST 
CERTAIN TO PUT YOUR NAME ON THE 
DOTTED LINE OFA NASH DEALER CONTRACT! 

You don’t need our word for it... get the story 
yourself! And while you're getting the facts, also 
get the reasons back of them. 

Look at sales. Latest 1937 reports show Nash 
dealers are outgaining the industry percentagely by 10 
fol. 

Right now, their stocks are liquid . no “clean 
up” problems hanging over. 

But “sales” is only half the story. Their Nash 
Franchise gives them SEVEN DISTINCT AD.- 
VANTAGES ... a “set-up” for doing business... 
which only the industry's Great Independent 
can offer. 

On one hand .. . they are cashing in on Nash's 
22 year reputation for building fine cars . . . they 
have more than a million of the most loyal owners 
in the industry as a prospect back-log . and it 
means much to them that Nash stands fourth in 
financial resources among all automobile companies. 

But with all these advantages of being associated 
with a strong leader—they themselves have freedom 
of action. There is nothing to hold them back . .. no 
Pe no regimentation. Naturally, Nash 


red tape” ' 
can make their 


dealers can be more aggressive... 
energy pay greater dividends. 

And here’s something more to turn over in 
your mind— 
’ Nash dealers are picked... and GIVEN ROOM 
ENOUGH TO TURN AROUND IN AND MAKI 
MONEY IN. 

We prefer to get our business in substantial chunks 
from each dealer... rather than in dribbles from 
many dealers so jammed into territories that none 
of them is doing well. 

We figure that’s better business for us. We know 
it is better business for you. 


NASH AND ITS DEALER ORGANIZATION 


When this business was organized in 1916, one of 
Mr. Nash’s ideals was to build a sound, stable busi- 
ness. He did not believe in growth for the sake of 
size alone, nor in sales volume that was made at 
the expense of a dealer organization 


His philosophy still guides this company today. 

We prize highly the reputation Nash enjoys among 
dealers as “a friendly company.’ Despite our size 
today, we still maintain the same direct, personal 
contact between factory and field. The executives of 
this company spend most of their time “on the 
road.”’ You know them, and they know you. No 
“red tape” to deal with 


ONLY THE GREAT INDEPENDENT 
CAN OFFER YOU ALL THESE 
ADVANTAGES! 


A GREAT PRODUCT: 
effort ... independent engineering and research. The 
ability to build and price automobiles independently 


STRONG RESOURCES Nash stands fourth in 


financial resources among all automobile companies 


A GREAT NAME... for 22 years identified with only 
the finest quality and engineering money can buy 


PROTECTION ... full, unhampered opportunities 
for growth in protected territories 

NO REGIMENTATION .. . To a degree remarkable 
in the industry, Nash dealers are left free to operate 
to their best advantage locally 


FULL ADVERTISING SUPPORT ... for 1938, the 
greatest and most extensive sales and promotion 
campaign in Nash history 


DIRECT CONTACT . .. the ready help and assist- 
ance of important Nash executives. 


result of concentrated 


FRANCHISE 


‘‘1937 has been a great 
year for us. It has been 
one of the most progres- 
sive twelve months period 
since we started opera- 
tions in 1916. 


‘“We are expecting our 
1938 lines to set records 
for us. That is evident in 
our plant expansion pro- 
gram which calls for a 
considerably higher pro- 
duction and in our 
advertising and sales pro- 
motion program which 
is the greatest in our 
history.’’ 


{Signed} 


ie ie 


, i. , , 
Chairman of the Utah 


Nash-Kelvinator Corporation 


W ithout exception, our executives are “automobile 
men.” They know your problems because they have 
been on your side of the fence. They know what 
they are talking about. 

We try to offer the maximum of cooperation with 
the minimum of interference. 


THE ADVANTAGES OF BEING AN INDEPENDENT 


And one thing more, in closing. 

We believe that in remaining an independent 
automobile maker, we have been able to build better 
values, better automobiles for the money. We have 
escaped fear and restraint. We can concentrate our 
efforts .. . taking full advantage of our independent 
facilities and research. 

This policy has been a successful one for our 
dealers. We believe that next year—and over the 
next five years—this policy will pay still greater 
dividends for Nash dealers in sales, profits, and the 
pleasure of doing business. 

1937 has shown the way. 1938 will show the 
trend to Nash in full swing! 

Already, hundreds of aggressive, far-sighted 
dealers have signed up . . . knowing that the big 
profits, the BIG FUTURE belong to the man who 
allies himself with such a trend at its start, and 
rides it to the top! 

You'll find on investigation that there’s nothing 
in the entire industry to match the opportunity the 
Nash franchise offers today. 

Write or wire C. H. Bliss, Vice-President and 
Director of Sales, Nash Motors Division, Nash- 
Kelvinator Corporation, Kenosha, Wisconsin. 

PRINTED IN LCS 


THE GREAT 
INDEPENDENT 
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HOW TO GET DEALERS TO FEATURE YOUR LINE 


pa 
| 


Will the dealer tie up with 


your sales drive 


- 


oA 


if he doesn't benefit from your advertising when it runs? 


The kind of a campaign that gets custom- 
ers and cash is the kind that runs in the 
dealer’s own advertising medium—the 
newspaper. 

When retailers want quick sales action, 
they depend on newspaper advertising. 
No other medium equals the newspaper’s 
localized selling pressure. It is necessary 
to mass merchandising in key markets 
where other media thin out. 

The newspaper audience is pre-dis- 
posed by habit to respond to advertising. 
. And because it circulates where cash and 
prospects are most plentiful, newspaper 
advertising sells more new and used cars 
than any other kind of sales promotion. 

Chicago delivers high return to local- 
ized advertising. This market’s sales po- 
tential is large enough to merit special 
concentrated attention. 

In this market there is no more power- 
ful selling help than a schedule of adver- 
tising in the Chicago Tribune. 

Through the Tribune alone you can 
reach practically as many metropolitan 


Chicago families as can be reached 
through any two other Chicago news- 
papers combined. 

Only the Tribune delivers majority 
coverage of all the families in metropoli- 
tan Chicago. Its full-market circulation 
penetrates all buying classes—regardless 
of income, age or social status. 

Per hundred thousand circulation, 
Tribune rates are among the lowest in 
the publishing business. Per sales return, 
they are the lowest in Chicago. 


= we 


hl 
NPNIEUE Laan 
MEDIUM 


CHICAGO TRIBUNE 


THE WORLD'S GREATEST NEWSPAPER 


Tribune Tower, Chicago 

220 E. 42nd Street, New York 
5-167 General Motors Bldg., Detroit 
820 Kohl Bldg., San Francisco 
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Adjusted Index of Car Sales Up Sharply in Aug. 


Seattle Dealers C learing 


Way for New Model Year 


Special to Automotive Daily News 

SEATTLE. — With 1938 models 
in the immediate offing, local 
dealers are cutting prices on 1937} 
models still in stock, but only 
where there is no trade-in. The 
cut is 10 per cent. Demonstrator, 
executive and “courtesy” cars are 
naturally selling at reasonable re- 
ductions. After Oct. 18 the “lid 
will be off” on any unsold 1937 
models. 

New and used car sales have 
slowed up during September and 
are still that way, with not much 
expected this month on new car 
volume. When the 1938 models | 
are deliverable, lively fall business | 





is expected. 


Seattle dealers have again! 


agreed upon no formal auto show. 
However there will be an “auto 
row” auto show; that is open 
house for one week, at each 
dealer establishment; dates, Nov. 
1-6 inclusive. The newspapers are 
backing the plan, which is simi- 


| lar to last year, when results were 


satisfactory. 

Buick, Packard, Studebaker and | 
Dodge are now showing a few of | 
the new models. 


The used car appraisal bureau | 
continues to operate successfully 
here, although in other coast 
cities, the plan is out. 


Results here are considered very | 


good, although not perfection. 
Formation of the _ statewide 


1 
gasoline dealers independent as- 


sociation is reported by E. E. 
Maze. Seattle and King county 
are about full organized. 

Important developments are ex- 
pected shortly, with likelihood 
|that the dealer will be given a 
5-cent spread over the wholesale 
price, instead of the present 4 
cents, or the 6 cents that the as- 
sociation has demanded. 

The main purpose of the new 


organization is to carry on a state | 
legislative program, to place mar- | 


keting of petroleum products on 
a profitable or fair basis. 


Set New High 
MONTGOMERY, Ala. (UTPS)- 
Alabama’s six-cent per gallon gaso- 
line tax receipts have climbed to an 
all-time high, according to Henry S. 
Long, chairman of the state tax 
commission. For the fiscal year end- 
ing Sept. 30, the state received 
$13,132,183, an increase of $1,898,367 

over last year’s $11,233,816. 





THERE’S NO MAGIC about any of 
our line of electric furnace, alloyed 
and regular gray irons—their superi- 
ority for your purposes is due simply 
to the best raw materials, careful 


attention to analysis, and painstaking 


craftsmanship. 


But sheet-metal-working executives 


tell us that sometimes the results they 


get seem like magic— 
for example, the longer 


runs of smoother stamp- 


DETROIT GRAY IRO 


Foot of Iron Street | 


ings, assisted by dies made from our 
LEKTROKAST, the finest electric 


furnace iron possible to produce. 


Among our complete line of irons 
is one that may work magic with 
your production problems. Why not 


let our sales and engineering exec- 


utives discuss the matter with you? 


They may have some valuable sug- 


gestions to offer — of 


ligation to you. 


DETROIT GRAY IRON ; 
LEKTRIMAST course, without any ob- 
UNDRY COMPANY 4 


ZZ 
NIU 
at 


DUNDRY COMPANY 


| Detroit , Michigan 











Preliminary Figu igures Show 


20% Increase Over 1936 


Special to Automotive Daily News 

WASHINGTON.—The value of 
retail sales of new passenger 
automobiles, acording to prelimi- 
nary adjusted index figures, 
showed a marked increase from 
July to August, the bureau of 
foreign and domestic commerce 
announced this week. 


_The index, which makes 


allow- 


| Virginia Begins 


Fall Inspection 
Of Cars, Trucks 


RICHMOND, Va. (UTPS) —A 
reminder that 1,250 authorized 
stations in Virginia have begun 
fall inspection of automobiles, 
busses and trucks has been issued 
by the state division of motor ve- 
hicles. 

Certificates of appsoval are re- 
quired by Nov. 1 of all motor ve- 
hicle owners in the state. To meet 
regulations a car must have 
headlights of 21 or 33 candle- 
power bulbs, clean lenses that 
match, proper focus and firm 
mounting; satisfactory brakes, 
windshield wiper and tail light in 
working order and the like. 

While inch and a half head- 
light visors are satisfactory, mo- 
tor vehicle division officials have 
banned the longer “sugar-scoops” 
over headlights. 

Early check-ups to avoid the 
last-minute rush are advised. No 
Virginia car can be operated 
without a certificate of approval 
sticker on the lower right corner 
of the windshield. 


German Road Engineers 


Inspect Wayne Co. Roads 


DETROIT.— Wayne County 
road commissioners were hosts 
this week to a group of German 
highway engineers and _ road 
builders on a 70 mile tour of the 
county’s highways and road con- 
struction projects. 

Every phase of the road build- 
ing industry of Germany was 
represented in the group of 38 en- 
gineers and contractors who made 
the trip. 


they’re 


GD oot Aan 
for Life 


Dec. 5 in the 


ance for the number of days as 
well as for seasonal movements 
was 119.0 in August, on the basis 
of 1929-1931 average as 100 com- 
pared with 104.5 in July and 99 
in June. 

Sales in August, 
the preliminary figures, 
per cent above August, 1936, and 
39 per cent greater than in 
August, 1935. Daily average sales, 
without seasonal adjustment, de- 
creased about 9 per cent from 
July to August. 


The aggregate value for the 
first eight months of this year 
was about 10 per cent above that 
for the corresponding period of 
last year and about 37 per cent 
higher than the first eight months 
of 1935. 


Index of the dollar value of re- 
tail sales of new passenger auto- 
mobiles (1929-31 — 100) follows: 


Without Seasonal 
Adjustment 
1935 1936 1937 
§1.1 69.3 90.1 
72.7 65.5 85.5 
100.2 117.8 146.5 
142.3 141.3 
138.6 144.6 
139.3 134.3 
117.3 *122.9 
92.9 4111.5 
71.0 
56.5 
113.1 
130.4 
105.1 


according to 
were 20 


January 
February ...... 


September .. 
October 
November ..... 
December ; 
Annual Index.. $115.9 
With Seasonal 
Adjustment 
1935 1936 1937 
75.0 102.0 129.5 
86.5 89.5 139.5 
94.5 101.0 123.5 
78.5 93.5 102.5 
70.0 93.5 104.0 
78.5 109.5 99.0 
81.0 104.5 *104.5 
75.0 92.0 7119.0 
79.0 83.0 
82.0 85.5 
113.5 151.0 
106.5 175.0 


{Estimated 


January ... 
February 
March 
April 


August ; 
September ..... 
October 3 
November ..... 
December 

*Revised. tPreliminary 


Boosters to Elect 
CHICAGO.— Automotive Booster 
Clubs International will hold its an- 
nual meeting and election of officers 
Hotel Sherman here. 
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th Dimension 


The News of Automotive Advertising 


By Pete Wembhotf 


Show Goes On 


Is the automotive industry in show biz?—that’s hardly | 


a query any more. Long since have all forms and methods 
of entertainment been used to hypo interest in previews 


and dealer conclaves, 


whirl turnstiles at automobile 


shows. With such success that each succeeding year finds 


wider, more intensive use of? 


the theatrical producer’s 


formula. This year motor- 
dom’s display will eclipse any- 
thing done heretofore, judging 
from stuff to date and what’s to 
come. 

Thus far several car makers 
have shelled out heavily for shows 
at previews, dealer and_ sales 
conclaves, with Chevrolet, De 
Soto, Pontiac, Studebaker and 
Chrysler setting the pace. Others 
are spending plenty to gild lay- 
outs at the national shows, in 
addition to spiffy entertainment 
planned by exposition officials 
themselves. 

De Soto (J. Stirling Getchell, 
Inc.) is going a step farther. 
Dispatched four “road shows,” 
with all the trimmings, on a 
tour of 27 one-night stands 
this week. Before series of 
shows end—presenting a film, 
stage shows, discussions of 
advertising and sales, lunch- 
eon and once-over of new 
cars—more than 15,000 deal- 
ers, salesmen, service men, 
ete., in 27 key spots will learn 
all about De Soto’s 1938 mod- 
els in dramatic fashion. 
Traveling unit rivals a Broad- 

way road show in “props,” which 
include wings, flies, curtains, 
screens, film projectors, banners, 
floodlights, decoration material 
and displays, all built to fill a 24- 
foot stage and offer four hours of 
business and entertainment. 


Chevrolet’s (Campbell-Ewald 
Co.) contribution included an 
array of topflight performers 
at both the press party and 
national sales conclave in De- 
troit. Dramatic sets, present- 
ing work of central office de- 
partments and company’s ad 
campaign, were topped off by 
a huge pageant, with a 55- 
voice chorus, depicting Chev- 
rolet’s operations. 


Pontiac (MacManus, John & 
Adams) imported Phil Spitalny’s 
all-gal band, Ethel Merman, song- 
stress, and Kathryn Cravens, 
commentator on company’s net- 


THOMAS H. 


fittin’ paraphernalia after being 
made a Texas Ranger and an ad- 
miral in the Texas Navy by Gov. 
James V. Allred during sales con- 
clave of Dallas zone. Ten-gallon 


hat, two six-shooters, holster and | 


belt are gifts of William Morris, 
head of Morris Buick Co., Dallas, 
and Zone Manager Strayhorn. 





(SIX-SHOOTER) | 
Corpe, Buick adrector, garbed in | 


work program, for its big dealer 
powwow this week in Detroit. 
Chrysler (Lee Anderson Co.) 
among other things wrapped a 
film around Stoopnagle and Bud 
for screening in dealer show- 
rooms, to introduce new models. 
Others upped entertainment 
budgets considerably over previ- 


ous years for their previews and | 


conclaves. Films, vaudeville, 
elaborate displays—a lotta fluff to 
put everyone in the right frame 
for a bigger year. 


Wax 

Oldsmobile (D. P. Brother & 
Co.) inaugurates its new ether 
show, tagged “Merry Oldsmobile,” 
| over hookup of 59 stations next 
week, 

Program, a 15-minute electrical 


| 


| transcription plugging Olds dealer | 


will feature Glen Gray’s 
| Casa Loma ork; Pewee Hunt, 
singing trombonist, and 
Sargent, ballad songster. 


body, 


Resigns 
Robert L. Johnson, one of 
Time, Inec., founders and vice- 
president in charge of advertis- 

| ing, resigns to become president 
of Robert L. Johnson, Inc., man- 
agement consultants, effective 
Nov. 1. As a major stockholder in 

| Time, he’ll continue to serve mag 
| in advisory capacity. 

Associated with Johnson in new 
| enterprise will be N. Boyd Brod- 
head, formerly sales manager of 
commercial division at Fisk Rub- 
ber Co. 

Counsel 

Mosor & Cotins, Ine., New 

| York adagency, is handling pub- 


Kenny | 


NASH ADRECTOR A. R. Bos- 
| cow points to Nash’s big goal of 
| 140,000 sales for 1938 models. 


licity and advertising for the Ad- 
vance Corp., Butler, Pa., import- 
ers and distributor of Fiat auto- 
mobiles in U. S. 

Fiat will officially enter the 
American market at the N. Y. 
Auto show with what is said 
to be the largest exhibit ever 


é 


j 
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placed by a foreign car 
maker, Campaigns will appear 
in automotive publications 
and newspapers. 

Whiting Hall is account execu- 


| tive in charge of publicity. 


Display 
Chevrolet’s commercial car ex- 
hibit at the New York and Chi- 
cago shows, it’s understood, will 
be an innovation in such displays. 
Understood that a leading 
manufacturer of building ma- 
terials collaborated with 
Chevrolet officials in design- 
ing the exhibit. According to 
reports, a new processed con- 
struction metal is to be in- 
troduced in the Chevrolet ex- 
hibit, thereby affording inter- 
est for both builders and lay- 
men in studying building 
trends as well as prospective 
truck buyers. 


Book 


“More Power to Advertising,” a 
critique on modern advertising, 
is the tag of a book by James R. 


(Continued on Page 20, Col. 5) 


“HOW FAR THAT LITTLE CANDLE @%= THROWS HIS BEAMS’ 


N October 27th—the day the New York Motor 
Show opens — we will publish one of the largest 
collections of new car advertising announcements ever 
to appear in the pages of The New Yorker. 


This is convincing testimony to the wide advertising 
acceptance which The New Yorker enjoys among makers 
of automobiles of all price classes. Our motor car sched- 
ules for Fall and Spring also show a decided spurt upward. 


season. 


NEW YORK MOTOR 


SEL 


P.S.—There is Still Time 


Our advertising forms for this issue of The New Yorker, dated October 30th, will not 
close until October 20th. There is still time for the few passenger car makers, who are not 
now scheduled, to make sure that their new models have an immediate and important im- 


pact on this influential, coast-to-coast market—at the very outset of the 1937-1938 selling 


Pron Faurder’ 


Manager Automotive Department. 
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Patman Act Held ‘Most Important Sales Measure’ 
FTC Chairman Discusses aaa a 


Workings o 


Special to Automotive Daily News 

WASHINGTON.—Few, if any, 
acts of congress in recent years 
have had so important an effect 
upon the American wholesale and 
retail distribution system as the 
Robinson-Patman Act, in the 
opinion of William A. Ayres, 
chairman of the FTC. 

Ayres also believes that it may 
be said with “slight, if any, ex- 
aggeration” that no other recent 
legislation has been subjected to 
such confused and unfair criti- 
cism on the part of interested 
opponents as has that act. 

Speaking before a convention 
of wholesalers early this week, 
Ayres discussed both the Robin- 
son-Patman act and the Tydings- 
Miller price maintenance act and 
the part of the FTC in their ad- 
ministration, Ayres said, in part: 

“Designed to eliminate certain 
unfairly discriminatory practices 
promotive of monopoly, which 
had enjoyed an almost phenome- 
nal growth since the World War, 
the Robinson-Patman Act is not 
class legislation in any sense. Ap- 
plicable to all merchants, large 
and small alike, its purpose was 
to check the progress of monopoly 
and promote equality of oppor- 
tunity in business. Contrary to 
statements sometimes made by 
those who feel aggrieved at hav- 
ing been deprived of the unfair 
advantages outlawed by _ tne 
statute, the Robinson-Patman 
Act was no hastily conceived 
piece of legislation rushed through 
congress without adequate con- 
sideration of the evils it sought to 
remedy and the efficacy of the 
remedy proposed. 

“Brief and concise, the act 
takes the form, for the most part, 
of an amendment to the Clayton 
Act, which was passed in 1914. 
The first section amends Section 
2 of the Clayton Act and deals 
with discriminations in price and 
in services or facilities affecting 
price; the second maintains the 
status quo of matters pending be- 
fore or decided by the FTC; the 
third provides criminal penalties 
for certain price discriminations, 


Next time you travel, 
remember — 
In Philadelphia it’s the 


BELLEVUE- 
STRATFORD 
MODERATELY PRICED 
CENTRALLY SITUATED 


“Best Food in Philadelphia” 


Claude H. Bennett, Manager 








of Trade Acts 


| and the fourth preserves the right 
of co-operatives to pass on earn- 
ings to their members. 

Paragraph (a) of Section 1 pro- 
hibits discriminations in price be- 


tween purchasers of commodities | 
of like grade and quality where | 


the effect of such discrimination 
is substantially to lessen competi- 
tion or tend to create a monopoly 
or injure competition in com- 
merce, unless such discrimina- 
tions are justified by savings at- 
tributable to economies of opera- 
tion effected by the particular 
method in which commodities are 
manufactured for, or sold or de- 
livered to, the purchasers receiv- 
ing the discrimination. 


“Thus, contrary to many mis- 
representations, the act does not 
attempt to penalize, but fosters 
and promotes eliciency in busi- 
ness by permitting a seller to 
give and a buyer, large or small, 
to receive any price differentials 
justified by the purchaser’s su- 
perior or more economical meth- 
ods of doing business. It must be 
borne in mind, however, that the 
passing on of savings is permis- 
sive, not mandatory. 

“Those who would seek to cir- 
cumvent the statute by giving or 
receiving fictitious savings wouid 
do well to remember this, for the 
act provides that the commission 
makes out a prima facie case by 
proving the existence of a dis- 
crimination and the person shown 
to have given or received it must 
then justify his conduct. it may 
be broadly stated, however, that 
sellers who pass on to their cus- 
tomers, and purchasers who re- 
ceive bona fide efficiency savings 
computed by an honest and intel- 
ligent analysis of costs, have 
nothing to fear from the Act. 


“Now with respect to another 
recent piece of legislation, in 


which there has been much in-| 
terest and about which a great} 


deal has been said and written. 
I refer to the Tydings-Miller 
Price Maintenance Act. 


“Enactment of the 


mination of a drive during which 
42 state legislatures enacted price 
maintenance acts. In brief, the 
federal act does nothing more 
than make lawful in interstate 
commerce among 42 states the 
practices which those states al- 
ready had made lawful in their 
intrastate commerce. 

“Let it not be forgotten, how- 
ever, that the Sherman Antitrust 
Act and the Clayton Act are still 
in force, as well as the federal 
trade commission act making un- 
lawful unfair methods of compe- 
tition in commerce. Under these 
statutes, monopolistic practices, 
or practices which tend to pro- 
mote monopoly, or _ practices 
which constitute unfair methods 
of competition, are still unlawful. 
Also, it always should be kept in 
mind that even under the Ty- 
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LOOKING UNDER THE HOOD of one of the new Pontiacs on 
preview at Pontiac dealers’ national convention in Detroit this week, 
these dealers are getting a line on some of the selling points Pontiac 


will stress in the 1938 campaign. 


2-Week Alaska-to-N.Y. Trip 


Planned for 


DETROIT.—First trip ever to 
be attempted by motor truck be- 
tween Alaska and the United 
States will start Oct. 18 from 
Ketchikan, Alaska, and arrive in 
New York City not later than 
Oct. 30. A standard Dodge 1%-ton 
loaded truck will be used on the 
trip, which is expected to be 
made in not more than 13 days, 
thus practically demonstrating 
long-distance hauling under dif- 
ficult conditions, as well as prov- 
ing the closeness of Alaska to 
markets in Canada and _ the 
United States. 


The announcement was made 
Friday by Joseph D. Burke, di- 
rector of truck sales for the 
Dodge division of Chrysler Corp., 
under whose direction this trip 
is being made. 


The truck will carry a capacity 
load of potatoes from the Ma- 
tanuska district in Alaska, the 


| U. S. agricultural colony recently 
Tydings- | 
Miller bill was, of course, the cul- | 


started there, and are said to be 
the first vegetables ever to be 
brought by truck from the land 


dings-Miller Act, resale price 
maintenance agreements among 
competing manufacturers or 
among competing distributors are 
not permissible if the parties are 
engaged in interstate commerce 
or their dealings directly affect 
interstate commerce. These are 
sometimes referred to as _ hori- 
zontal agreements. They are still 
unlawful. 

“The Tydings-Miller Act gives 
federal sanction only to contracts 
between individual producers and 
individual distributors 
goods which bear the trade mark, 
brand or name of the producer or 
distributor. In such cases resale 
price maintenance enforceable by 

contract is permissible.” 


involving | 





Dodge Truck 


of the sun to this 


country. 


midnight 


Distance from Ketchikan to 
New York City is approximately 
4,700 miles and the route will be 
via Wacker, Alaska; Port Simp- 
son, Prince Rupert, Prince 
George and Vancouver, in British 
Columbia, and then pass through 
Seattle, Denver, Chicago, Harris- 
burg and other principal cities in 
the United States, with New York 
City as the terminus. 


Accurate driving time will be 
kept on the 4,700-mile trip from 
Ketchikan to New York for the 
purpose of furnishing complete 
data on roads and trails between 
the far north and the United 
States. Records also will be kept 
of climatic conditions encoun- 
tered along the route. 


Although no motor vehicles is 
believed to have ever traveled 
over part of the route, this trail- 
blazing trip is expected to point 
the way toward further agri- 
cultural, lumber and general de- 
velopment of vast districts in 
Alaska and British Columbia, 
which may be served by truck 
transportation in a few years be- 
cause highways through that part 
of North America already have 
been proposed. 


Driver of the truck will be Al- 
bert Radero, a safety driver who 
several months ago drove the 
Dodge three-nation truck from 
Mexico City to Ottawa. 


Show Date Set 


ELMIRA, N. Y.—F. H. Schwenke, 
chairman of the Elmira Automobile 


| Show committee, has announced that 


the show will be held Nov. 15 to 20, 
inclusive. The show is sponsored by 
the Elmira Automobile Merchants’ 


Assn. 


FOR PEAK 
PERFORMANCE 


4th Dimension 


(Continued from Page 19) 
Adams, of MacManus, John & 
Adams, Inc., to make its debut 
Oct. 20, 

Book contains 41 chapters, each 
devoted to a different phase of 
current promotional procedure, 
with (1) a general discussion of 
the subject; (2) exposure of prac- 
tices which author considers 
weaknesses in present methods; 
and (3) constructive suggestions 
for correction of these weak- 
nesses. 


Forecast 

As an indication of what 1938 
car sales will be, Cincinnati Post 
has just completed a _ survey 
through Parent-Teachers Associ- 
ations of Greater Cincinnati. 

Survey tabulates number of per- 
sons in market for new cars, what 
owners prefer in their cars, own- 
ership by occupations, and other 
info on the Cincinnati market. 


Smoothies 

Detroit area Pontiac dealers are 
bankrolling series of programs 
over Station WWJ, Detroit, start- 
ing Oct. 3. Quarter-hour stint 
every Sunday at 6:30 p.m., and 
features the “Smoothies,” com- 
posed of Jack Hill, guitarist, and 
a femme trio, Eiliene O’Day, Gail 
Abbey and Mary Lou Meyer. 

Deal set by J. A. Grier, Pon- 
tiac zone manager, and a com- 
mittee made up of R. L. Mc- 
Lean, of Crane-McLean Motors; 
Robert Clark, Clark Motor 
Sales; Mel Long, Fort-Pontiac 
Co.; Al Weisman, Weisman 
Motor Sales, and C. E. O’Connor, 
repping MacManus, John & 
Adams, Inc. 


Winnah 

First prize in the New York 
Mirror’s circulation contest goes 
to Margaret A. Schmitt, employed 
in Ruthrauff & Ryan’s Detroit 
office. 

More than 15,000 entries were 
received from members of adver- 
tisers and ad agency organiza- 
tions, the gag being to estimate 
Mirror’s daily and Sunday circu- 
lation average during September, 
and also the six-month averages 
ending with Sept. 30. 


Chatter 

Buick and Chevrolet using se- 
ries of radio announcements over 
New England stations ... Fred- 
die Schader handling publicity for 
Detroit automobile show .. . Fe- 
lix M. Oliva, Spanish adcounsel in 
New York, appointed N. Y. rep- 
resentative for Peruvian automo- 
bile exposition, to be held in Lima, 
Peru, Dec. 23-Jan. 6... HL. A. 
Vogel to have charge of new De- 
troit office for College Humor, 
Mechanics and Handicraft, and 
Thrilling Fiction unit. 


NOMA Conclave 
Speakers Listed 


CHICAGO.—Tentative program 
for the annual convention and 
trade exhibit of the National 
Oil Marketers’ Assn, at the Hotel 
Stevens, Oct. 12, 13 and 14, in- 
cludes a list of speakers promi- 
nent nationally and in the indus- 
try. Heading the list is Congress- 
man Fred Bierman, of Iowa, who 
will discuss the proposed Petro- 
leum Marketing Divorcement bill. 

Other speakers include: M. B. 
Whiting, president of the associa- 
tion; J. S. Keller, sales director, 
Chek-Chart Corp.; Carl O. Beroth, 
Acme Petroleum Co.; Milton A. 
Powers, Timken-Detroit Axle Co. 
engineer; Leo D. Becker, pub- 
lisher Fuel Oil Journal, and sev- 
eral others not yet named. 

Twenty-two exhibitors have re- 
served space at the Stevens hotel. 


“A Word in Edgewise,” a regular 
feature by George M. Slocum, offers 
a unique viewpoint from the motor 
world. 
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‘Fashions of the World’ 


Theme of Chicago Show 


_ Chris 
Sinsabaugh 


By 


(Continued from Page 1) 


comparative figures being 86,000 
and 42,939. So when Bliss and 
General Sales Manager Courtney 
Johnson down to figure out 
the expectations for the year just 
felt that they were 
too much of the 
dealers to sell 


sat 
ahead they 
not asking 
tributors and 
000 units. 


dis- 


140,- 


Their reasoning was that in the 
past year not only has there been 
a merging with the Kelvinator 
company, accompanied by an in- 
fusion of new managerial blood, 
bringing in George W. Mason, 
head of Kelvinator, as president 
of the two merged companies, but 
the adoption of an expansion 
program as well that promises to 
land Nash well up in ADN’s 
“Top Ten” before the end of the 
new selling season. Then, too, | 
under the Bliss and Johnson 
leadership the past season there 
has been an increase of 40 per 
cent in the number of Nash deal- 
ers and there is every reason to 
believe that this is likely to be 
upped to 50 by the turn of the 
year. This means man power in 
the field that will be like blue 
chips in a poker game. 


SO MUCH FOR the high com- 
mand’s reasons for figuring on 
that 140,000. Added assets are the 
plant expansions which have in- 
volved the expenditure of more 
than $2,000,000, which have in- 
creased the production possibili- 
ties to the extent that Bliss and 
Johnson can promise deliveries 
that will keep pace with sales. 

The home office, too, has 
strengthened its personnel with 
new executives to give distrib- 
utors and dealers specialized help 
with their problems. There’s a 
new organization department 
with Joe Lamy at the head, a 
new-business management depart- 
ment led by Carl Tiedemann; 
Jack Morgan is director of used 
car sales and Roy Boscow heads 
up the new advertising and mer- 
chandising division. 


* + 


NASH ALREADY has an- 
nounced the biggest advertising 
campaign in its history and 
under the guidance of Pat Geyer 
and W. A. Blees of the Geyer, 
Cornell & Newell agency, this 
battle of printer’s ink will be 
conducted under orders from the 
high command at the factory to 
put out copy “that goes right into 
the community of each dealer, 
advertising that gets down to 
earth and merchandising what | 
the dealer has to sell, advertis- | 
ing calculated to set everybody in 
the dealer’s 
ing Nash’.” 


neighborhood ‘talk- 


* * * 


IT HAS BEEN my privilege | 
to look over the Nash line and 
now I can understand the en- 
thusiasm for the product dis- 
played by those distributors with 
whom I rubbed elbows at Chi- 
cago. It looks like what might 
be described as a “hot product.” 
Body lines are in keeping with 
what Nash always has put out 
and in addition there are six new 
features, as well as 83 others that 
may be considered new value 
features, changes and improve- 
ments. The trump card seems to 
be the new development — con- 
ditioned air for winter driving, a 
common-sense improvement that 
should have lots of sales appeal. 

* * & 

PONTIAC HAS PUT on its 
best bib and tucker and is all set 
for the opening of the show cir- 
cuit. The finishing touches to 
the advance preparations were 
put on this week when Pon- 


Detroit 





tiac brought into its 


| drilled 


body and field 
convention in 
Masonic Temple 
which lasted 
three days. The 
Temple has lots 
of elbow room 
but the Tribe 
of Pontiac used 
it all and then 
overflowed into 
the corridors. 
The big affair 
of Wednesday, 
which lasted all 
day, proved this. 
One needed a 
to get into the 


dealer 
for a 


complete 
personnel 


C. P. Simpson 


shoe horn 
place. 
Never 


dealer 


even 


seen a 
handled. 


before have I 
party better 

Whoever programmed the con- 
vention did a swell job. There 
never was a dull moment and the 
visitors left for home thoroughly 
in every detail as to Tex 


processes 
have an unav® 
strain and fatige 
For that re® 


jn their wine 


Simpson’s sales plans for the! 
coming season. The grand finale 
was the driveaway on Thursday 
when 4,000 new Pontiacs went out 
over the road to be put on dis- 


play from coast to coast. 


CONTRARY to its usual pro- 
gram, Pontiac brought the dealers 
to Detroit instead of sending the 
factory executives out on the road 
for a of regional dealer 
meetings The feeling that 
bringing ‘em into Detroit the 
better of the two plans, for now, 
instead of having to go traipsing 
around holding small meetings, 
Simpson and his men are ready to 
go into action on their sales cam- 
paign. The factory is producing 
around 1,100 units a day and by 
the time the New York show 
opens there will be from 20,000 to 
25,000 cars on dealers’ floors. 
While the formal announcement 
of the line has not been made as 
yet, it is understood the dealers 
are not going to lose any orders 
waiting for this announcement 
and that already some of them 
are making deliveries to prospects 
who just can’t wait for the New 
York show to open. 


series 
is 


iS 


As it is manufactared 


todays by highly 


methods &” 


. in 
ordinary we soo 
oidable wav'™ 
¢ when two 


son, 
jshields to 

man ufacturer® 
the 


dev eloped 


recisio® 


S»yecial to Automotive Daily News 


CHICAGO.—Planned as an even 
more spectacular presentation 
than those of the past two years, 
the 38th annual Chicago automo- 
bile show, Nov. 6-13 at the Inter- 
national Amphitheatre, will be 
built around a feature known as 
“Fashions of the World.” 

Details were made known by 
the show committee composed of 
S. L. Davis, chairman; H. T. Hol- 
lingshead, president of the Chi- 
cago Automobile Trade Assn., and 
A. C. Faeh, show manager. 

Work is under way on a giant 
globe, said to be the largest ever 
built, as a central feature. The 
globe measures 40 feet in diam- 
eter and, together with its base, 
will weigh four tons. It will be 
touched off by cloud effects. 

Other highlights will include 
participation by young women of 
more than 20 lands, garbed in na- 


| tive costumes; a $250,000 style re- 
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| vue with co-operation of the As- 


sociated Fur Industries of Chi- 
-ago; music by Cavallo’s sympho- 
nic band of 45 pieces. 
Contests to select the girls of 
many nations and the young wo- 
men who will display the latest 
styles in furs started this week. 
“In one respect, the Chicago 
show this year will be like its pre- 
decessors of 1935 and 1936,” Hol- 
lingshead stated. “It will serve to 
glorify the new creations of mo- 
tordom. From that point on, it 
will be entirely different from 
anything else ever presented, and 
the committee expects it to win 
greater acclaim from leaders of 
the industry and the public.” 
For the first time, trailers will 
have a part in the central arena 
presentations. A special feature in 
the truck section will be a dio- 
rama depicting the evolution of 
highway transportation during the 
past 100 years. 


Nearly 40,000,000 printed messages like this are appearing in The 
Saturday Evening Post, Collier's and Life —telling new-car prospects 
CRU CCU ee) A | 
car with ground and polished Safety PLATE Glass in every window, 
instead of safety glass in which ordinary wavy window glass is 
used. Dealers who sell cars with Safety PLATE Glass in every 
window, and their salesmen, are capitalizing on this campaign— 
pointing out the Hallmark of Higher Quality in every window 


—selling cars faster and more satisfactorily. 
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Truckers Win First Round Against Ky. Law 


Federal Court 
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‘Overrules 


Motion to Dismiss Suit. 


Special to Automotive Daily News 

WASHINGTON. — Shippers and 
motor carriers won the _ initial | 
skirmish in their battle against 
enforcement of Kentucky’s re- 
strictive 18,000-pound gross weight | 
law for trucks when Federal 
Judge H. Ford last week over- 
ruled the motion of the state and 
intervening railroads to dismiss 
the suit. 

Judge Ford denied defendant’s 


Whether 
you visit 
or live in 
New York, 
if you are 


discriminating 


you will appre... 


ciate the privacy, 
convenience, dis- 


tinction and charm of 


Parlor suites with serv- 
ing pantry and electric 
refrigeration, $12 
and $15... Single 
rooms $5, $6 and 
‘$7... . Double, 
$8 and $10. 
The Barclay, 
111 East 
A8th Street, 
New York. 





GEO. W. LINDHOLM 


Manager 


‘ene for 30 additional days to 


produce more evidence, but ex- 
tended the time for filing answers 


© 


to the bill of complaint until Oct. | 
13. He set December 6 as the date | 


for the trial. 


Arguments on the motion to 


dismiss the case, which involves 
constitutional and legal questions 
affecting the entire motor carrier 
transportation industry of the na- 
tion, lasted for two days. 

The suit against the law, pre- 
pared by shippers, 
Trucking Assns. 


the American | 
and the Motor | 
Truck Club of Kentucky, was} 


filed in federal court at Frankfort 


last August. 


It was contended that the stat- | 
utes erected an arbitrary barrier | 
against the free flow of interstate | 


commerce by truck, and that the 
act had been superseded by the 
passage of the federal Motor Car- 
rier Act. 


The shippers and truck oper- 


| ager, 
| 


ators cited four reasons for their | 
| National Wholesale Assns. 


suit: 


1. That the state law is a bur-| 


den on interstate commerce. 
2. That 


tion. 

3. That it defeats and subverts 
the administration and purposes 
of the federal motor carrier act. 


4. That it is null and void as 


applied to for-hire truckmen of | 
all classes operating in interstate | 


commerce. 


Since the complaint injected in- 
to the case the important constitu- 
tional issue as to whether the fed- 
eral motor carrier act superseded 
the state law, both the Interstate 
Commerce Commission and the 
Department of Justice intervened. 


it defeats the purpose | 
of federal-aid highway construc- | comprising 28,998 concerns whose 


| total volume in 1935 amounted to 


| meeting, 
| signified their intention of join-| # 


The ICC adopted the following | 


allegations in the bill of complaint 
filed by the shippers and the 
trucking firms: 

1. That enactment of the federal 
motor carrier act “completely su- 
perseded and excluded” state au- 
thority to restrict the weight, 
height, size and length of com- 
mercial motor vehicles operating 
in interstate commerce. 


2. That enforcement of the Ken- | 


tucky law subverts the policies 


of congress as declared in the fed- | 


eral motor carrier act; defeats the 


proper administration thereof by | 


the ICC, and casts an “undue and 
unwarranted burden upon inter- 
state commerce.” 


3. That defendants named in the 
complaint have undertaken to en- 
force and, unless restrained, will 
continue to enforce the provisions | 
of the state statute. 


| president 


1936 Traffic Bill 


Is $1,640,000,000 
CHICAGO. — Counting 
lives lost, time away from 
work at half or no pay, hos- 
pital and other medical 
bills, damage to property, 
insurance and other items, 
the cost of traffic accidents 
last year amounted to a 
total of $1,640,000,000, ac- 
cording to figures released 
by the Chicago Motor Club. 





Ruark Elected | 


Head of New 


Jobber Council 


CHICAGO.—Recognition to the 
Motor and Equipment Wholesal- 
ers Assn. in proposing an organ- 
ization a year ago to represent 
jobbers in all industries has just 
come with announcement that B. 
W. Ruark, NEWA general man- 
has been elected chairman 
of the recently formed Council of 


A meeting in New York to per- | 
fect organization, it is stated, was | 


attended by representatives of di- 
visions of the wholesale industry 


$6,141,444,000. 
Others not represented at the 
it is announced, have 


ing the movement “to promote 
the position of the wholesaler.” 


Grade | Crossing 
Toll Exceeds 800 


WASHINGTON. -A total of 858 


persons lost their lives in the first | 


six months of 1937, as a result of 
accidents at 
grade crossings, 


can Railroads. This was an in- 
crease of 100 compared with the 
number of fatalities in the same 


period last year and an increase} 


of 128 compared with the corre- 
sponding period in 1935. 

Persons injured totaled 2,496 for 
the first half of 1937, an increase 


of 226 compared with the corre-| 


sponding period in 1936 and an 
increase of 331 compared with 
the same period in 1935. 


May Is Promoted 
RACINE, Wis. F. M. 
of Young Radiator Co., 
appointment of M. F. 
May as_ vice-president. May has 
been connected with the Young 
Radiator Co. since 1930, and since 
1933 has been sales manager of the 
Catalog Products division. 


announces the 


SHOWN HERE, with D. N. Yarson, western sales manager for 
Graham-Paige, are three winners in recent Pacific Coast economy 


| contest, conducted by Graham among police, fire, sheriff and high- 
way patrol departments. From left to right are Ernest B. Owen, win- 


ner of a free trip to the World’s Series by United Air and free tickets 
to all the games (his record was 30.85 miles per gallon of gas); J. T. 
Palmer, and H. B. Ormsby, runners-up who scored 30.35 and 30.45 per 


gallon respectively. 


A Graham Supercharger stock car was used. 





highway - railroad | 
it was reported | 
this week by the Assn. of Ameri- | 


Young, | 





AS WORKS MANAGER, G. C. Gridley breaks the ground for the 
erection of the new $500,000 Rockford, DIL, plant of the Mechanics 
Universal Joint division of Borg-Warner. Emil C. Traner, division 
superintendent, smilingly looks on. 


A Year of Peak 
Payrolls, Output 
Seen by Curtice 


FLINT. A year of peak pay- 
rolls in capacity output was pref- 
aced for the Buick division of 
General Motors this week by | 
Harlow H. Curtice, Buick presi- | 
dent. 

Buick has set up a 1938 model 
sales objective in excess of 260,- 
000 cars, an all-time Buick record, 
Curtice said. Production capacity 
has been increased to 1,500 cars 
a day, at which rate, it was in- 
dicated, the division shortly will 
be producing. 

He said assembly lines have 
been turning out 1938 cars at an 
increasing rate since late in Aug- 
ust, with current output averag- 
ing more than 1,100 cars daily. 
During September a total of 15,- 
863 cars were built while October 
schedules call for 28,000 units. 

While the new Buicks will not 
be publicly announced until next 
week, Curtice declared pre-an- 
nouncement orders are running | 
20 per cent ahead of the corre- | 
sponding date last year and that 
more than 65,000 unfilled orders 
already are on the book. 

He said orders on hand at the | 
factory and in the field are suf- | 
ficient to keep the factory oper- | 
ating at capacity through Jan. 1. | 

Just returned from a week in | 
the field during which the new 
product was introduced to deal- 
ers throughout the country, Cur- 
tice said that orders promise an- 
other year in which Buick volume 
will exceed the schedules origi- 
nally set up. 

“We are planning as high a 
production schedule as our ca-| 
pacity will permit throughout the 
model year,” he said. 

Commenting on 
Curtice said: 

“From last October to date our 
payrolls total $33,000,000, an in- 
crease of $9,000,000 over the pre- 
ceding model year. Our employ- 
ment currently is upwards of 
17,000, a figure expected to re- 


| main the normal payroll through 
|the 1938 model year, and com- 

paring with an average for 1937 
| of 16,000. 


ADN’s weekly estimates of car and 


| truck production, appearing in the 
Wednesday “pink sheet,” were more 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 


THREE BLOCKS FROM THE 


AUTOMOBILE 
“SHOW: 


In the Smart 
East 50's 


OPPOSITE THE 
WALDORF. 
ASTORIA 





@ Ideal environment and every 
service for pleasurable living. 
Spacious rooms with serving pan- 
tries and electric refrigeration. 
Excellent restaurant and duplex 
coctail lounge — air conditioned. 
SINGLE $4 & $5 * DOUBLE $6 & $7 


SUITES from $8 
Special monthly and yearly rates 


Che 
every 


Wm. A. Buescher, Manager 
125 EAST SOTH STREET - NEW YORK 


employment, 








By GENE McCOY 
Staff Correspondent, ADN 


NEW YORK.—Preparations for 
the opening of the National Auto- 
mobile show in New York are 
going ahead full blast. Reports 
from the Grand Central Palace 
indicate that there will be some- 
thing unusual in the way of dec- 
orative murals, the theme being 
“Putting the World on Wheels.” 

On Friday the show committee, 
headed by Al Reeves, held a pre- 
show luncheon and _ conference 
with the automobile editors of 
the various New York newspa- 
pers to discuss plans and enlist 
the co-operation of the press in 
promoting the show. It is fully 
expected that this year the Palace 
will hang up some new attend- 
ance records. 

Metropolitan automobile dealers 
of two of the car manufacturers 


had their first glimpse of the 1938 | 
models this week. Hudson held a | 


special showing at its new show- 
rooms on Broadway. 
ceded by a sales meeting at the 
Park Central Hotel, 
conducted by G. H. Pratt, sales 
manager, and C. G. Beeching, 
sales manager in charge of zones. 


Willys held a conclave of their | 


dealers at a dinner at the Hotel 
New Yorker at which Dave Wil- 
son presided. Dealers of 
lines received the new 
enthusiastically. 


Broadway’s Automobile 


pre-show atmosphere with dealers’ 
windows plastered up with an- 
nouncement smoke-up posters for 
cars soon to be on public display. 
Those dealers whose cars have 
already been announced report 
lively interest on the part of the 
public in the new cars. It is a 
little too early yet to get any 
definite reaction to the price in- 
creases but no doubt Mr. Johnny 
Q. Public will indulge in his pre- 


rogative and do a little kicking, | 


but as to its effect on sales, time 


alone will tell. 
tor which may have a bearing on 


current sales particularly in the | 


higher price bracket cars, and 
that is the present downward 
trend of the stock market. Gen- 
erally, however, the dealers look 


forward to a brisk demand for | 


the new models. 
Progress towards traffic relief 


in New York City is taking defi- | 


nite shape. On Tuesday Mayor F. 
H. LaGuardia snipped a piece of 


ated Adds New 


Shock Absorber 


CLEv ELAND.—New direct-act- | 


ing shock absorber, embodying 
several 
previous models, 
nounced by The Gabriel Co., 
cording to E. L. Beecher, chief 
engineer. 

“With the refill 
nated,” Beecher said, 
ing some of the features of the 
new instrument, “the chief seal- 
ing means is the packing mem- 
ber used so successfully in the 
Gabriel rotary type instrument. 
This member, 
spring, provides a seal so positive 
that refilling is never necessary. 


plug elimi- 


“A die cast piston is grooved | 


longitudinally to allow the pas- 
sage of fluid on the compression 
stroke and a new piston cup 
packing takes up any manufac- 
turing tolerances and provides a 
uniform resistance. This cup 
packing further acts as a valve 
controlling the passage of the 
fluid. The replenishing valve is 
likewise a cup packing that seals 
on the compression stroke forcing 
the fluid through the impact ori- 
fice and permits replenishment of 
the fluid on recoil.” 





It was pre-| 


which was| 


both | 
offerings | 


Row | 
begins to take on that familiar | 


There is one fac- | 
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New Models Stimulating Pre- Show Interest 


Public’s Reaction to ’38 
Prices Is Still Indefinite 


white ribbon to open the old 


| street car tunnel on Park Avenue | 


to vehicular traffic from Fortieth 
Street to Thirty-Fourth Street. 


The tunnel is more than fifty 
years old, has been used by rail- 
road trains, horse cars, cable 
cars and electric street cars. It 
will form a connecting link for 


| vehicular traffic that uses the 


Grand Central Terminal. It will 


be open from 8 a.m. to midnight | 
| When the north tube is completed | 


on week days, but will be closed 
all day Sundays. The Department 
of Parks announced that on Oct. 
12 the 6.7 miles of parkway now 
under construction in Riverside 
and Fort Washington Parks in 


connection with the West Side | 
nel with Routes 1 and 3. 


improvement would be officially ' 


© 





opened to the public, thereby add- 
ing another link in the arterial 
express highway and parkway 
systems for the city. On Friday 
automobiles passed for the first 
time through the south tube of 
the new Lincoln Tunnel. 
coln Tunnel is under construction 
below the Hudson River between 
West Thirty-Seventh Street, Man- 
hattan, and Weehawken, N. J. 


| Governors Herbert H. Lehman of 
New York and Harold G. Hoff-| 
man Officiated at the ceremonies. | 
| according to a report by mem- 


The total cost of the two tubes 
of the Lincoln Tunnel, including 
approaches at both ends, 
pected to approximate $80,000,000. 


the tunnel will provide two paral- 
lel two-lane vehicular toll tubes 
and greatly relieve traffic strain 
on the Holland Tunnel. On the 
New Jersey side there is to be 
an extension connecting the tun- 


The Lin- | 


is ex- | 





Philadelphia’ s 
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New Cie 


Sales Likely to Top ’29 


Special to Automotive Daily News 
PHILADELPHIA (UTPS). 
September new car registrations 
show that Philadelphians bought 
more new automobiles during the 
first 11 months of the 1937 model 
season than during the full 12 
months of the 1929 model season, 


bers of the Philadelphia Automo- 
bile Trade Assn. The prediction, 
although based partly on an un- 
official guess of the September 
retail deliveries, is approved by 
automobile statisticians as con- 
servative. 

Current activity in car sales 
here further indicates that total 
automobile sales during the peak 


year of 1929 will be exceeded in 


This trailer makes 4 


— but gets PAID FOR 


25°) MORE PAYLOAD 


Man-TEN 
this trailer to haul 10 tons pay- 
load instead of the 8 tons possible 
with mild steel. 


construction enables 


and 


UILT light 


strong 


with 


than mild steel of the 


same weight. Man-TEN 


Philadelphia by a _ substantial 
margin, not only during the 12 
months of the 1927 model season, 
but also during the calendar year. 

By the end of August, 10th 
month of the model season, 42,052 
of the 1937 motor cars had been 
delivered to Philadelphians. The 
complete year’s total in 1929 was 
43,754. Thus only 1,703 deliveries 
in September were needed to pass 
the 1929 top. 

Since there were 2,509 new car 
registrations in Philadelphia dur- 
ing September, 1936, and the re- 
tail deliveries here have been ex- 





ceeding last year’s month after 
month, there is every likelihood 
that the 1929 total has been 
| passed. 


trips 


FIVE 


eae 
dca 
Mt ia on} 


is not expensive. It costs 


important changes from | 
has been an- | 
ac- 


in discuss- | 


urged by a coil | 





High Tensile Man-Ten Steel, 
this trailer hauls 25°, more payload 
—10 tons instead of 8—with no in- 
crease in weight. It makes four trips 
do the work of five—and in truck 
operation that spells PROFIT in 
capital letters. It earns the revenue 
for the fifth trip but saves the cost 
of gasoline, oil, wages and wear on 
the truck. 

The frame of U-S-S High Tensile 
Man-TEN Steel is 50 stronger 


It has much greater resistance to 
abrasion—will stand more scufhing 
and rough treatment — has double 
the atmospheric corrosion resistance 
of plain, mild steel. Although the 
weight of the trailer has been re- 
duced two tons by Man-TEN con- 
struction, the factor of safety is still 
ample. This frame is designed for 10 
tons but has a safe carrying capacity 
of almost 15 tons. 

With all its advantages, 


U-S:S 


but little more than mild steel, since 
fewer tons are needed for equal 
strength. When capacity is in- 
creased, as in this case, the greater 
profit soon pays for the slight addi- 
tional cost of Man-Ten. All extra 
load hauled after that is clear profit. 
For information as to what can be 
accomplished through the use of 
U-S:S Man-Ten, Cor-TeEn and 
other U-S:S High Tensile Steels, 
write us. We welcome inquiries. 


US'S HIGH TENSILE STEELS 


AMERICAN STEEL 
ILLINOIS STEEL CORPORATION, 


COLUMBIA STEEL COMPANY, 
NATIONAL 
TENNESSEE COAL, 


CARNEGIE.- 


& WIRE COMPANY, Cleveland, 


TUBE COMPANY, 


Chicago and New York 
Pittsburgh and Chicago 
San Francisco 
Pittsburgh 
IRON and RAILROAD COMPANY, 


Birmingham 


United States Steel Products Company, New York, Export Distributors 


UNITED STATES STEEL 
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Several Changes Noted in 1938 Oldsmobiles 


TWO MEMBERS of Olds’ 1938 


line, the six cylinder 4-door touring 


sedan (above) and the eight cylinder 4-door touring sedan. 


Chicago’s New Car Sales 


Up in Sept. Over Year Ago 


Special to Automotive Daily News 
CHICAGO. — Tapering off sub- 

stantially as compared with Au- 

gust, new car registrations in 





STATEMENT OF THE OWNERSHIP, MAN 
AGEMENT, CIRCULATION, ETC., RE 
QUIRED BY THE ACTS OF CONGRESS OF 
AUGUST 24, 1912, AND MARCH 3, 1933. 

Of AUTOMOTIVE DAILY NEWS, published 

twice-weekly at Detroit, Michigan, for October 

1, 1937. 

State of Michigan, 

County of Wayne, ss. 

Before me, a Notary Public in and for the 
State and county aforesaid, personally ap- 
peared B. B. Crighton, who, having been duly 
sworn according to law, deposes and says that 
she is the Business Manager of the Automotive 
Daily News, and that the following is, to the 
best of her knowledge and belief, a true state- 
ment of the ownership, management (and if a 
daily paper, the circulation), etc., of the afore- 
said publication for the date shown in the 
above caption, required by the Act of August 
24, 1912, as amended by the Act of March 3 
1933, embodied in section 537, Postal Laws and 
Regulations, printed on the of this 
form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managers are: 

Publisher, George M. Slocum, 527 New Cen- 
ter bidg., Detroit, Mich. 

Editor, Chris G. Sinsabaugh, 527 New Center 
bidg., Detroit, Mich. 

Managing Editor, W. C. 
Center bidg., Detroit, Mich. 

Business Manager, B. B. 
Center bidg., Detroit, Mich 

2. That the owner is: (If owned by a cor- 
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reverse 


Callahan, 527 New 


Crighton, 527 New 


poration, its name and address must be stated | 


and also immediately thereunder the names and 
addresses of stockholders owning or holding one 
per cent or more of total amount of stock 


If not owned by a corporation, the names and | 


addresses of the individual owners must be 
given. If owned by a firm, company, or other 
unincorporated concern, its name and address, 
as well as those of each individual member 
must be given.) 

Slocum Publishing Co., 
bidg., Detroit, Mich. 

George M. Slocum, 527 
Detroit, Mich 

Mabel H. 
Detroit, Mich 

Chris Sinsabaugh, 527 Ne 
Detroit, Mich. 

Macfadden Publications, 1926 Broadway, New 
York, N. Y. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 


Inc., 
New Center bidg., 


Slocum, 527 New Center bidg., 


w Center bidg., 


one per cent or more of total amount of bonds, | 


mortgages, or other securities are: (If there are 
none, so state.) 

None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the company 
but also, in cases where the stockholder or 
security holder appears upon the books of the 
company as trustee or in any other fiduciary 
relation, the name of the person or corporation 
for whom such trustee is acting, is given; also 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and 
belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
Pany as trustees, hold stock and securities in 
a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe 
that any other person, association, or corpora- 
tion has any interest direct or indirect in the 
said stock, bonds, or other securities than as 
so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the twelve months preceding 
the date shown above is (This information is 
required from daily publications only.) 

B. B. CRIGHTON, 
Business Manager. 
Sworn to and subscribed before me this Ist 
day of October, 1937. 
(Seal) INA M. WIEGER, 
Notary Public Wayne Co., Mich. 
(My commission expires Dec. 4, 1937.) 


527 New Center 


Cook County for September main- 
tained their unbroken record of 
exceeding the corresponding 
month last year. 


Bureau of Motor Advice figures 
show a total of 7,545 units last 
month as against 6,743 for Sep- 
tember, 1936, and 10,308 for Au- 
gust of this year. 

Ford, in first place with 1,232 
units, was closely pressed by 
Chevrolet with 1,138 and Plym- 
outh with 1,015. Dodge held fourth 


with 631, Buick sixth with 541, 
Oldsmobile seventh with 525, De 
Soto eighth with 332. Packard 
ninth with 299, Chrysler tenth 
with 286, Nash and Nash-LaFay- 
ette eleventh with 216, and Hud- 
son-Terraplane twelfth with 138. 

In order followed Studebaker 
with 133, Cadillac-LaSalle with 
129, Lincoln and Lincoln-Zephyr 
with 73, Willys with 60, Graham 
with 54, Hupmobile with 7, and 
Cord with 2. 

Gains over a year ago were 
|turned in by Plymouth, Pontiac, 
| Buick, Oldsmobile, De Soto, Chrys- 
ler, Nash and Nash-LaFayette, 
| Cadillac-LaSalle, Lincoln and Lin- 
| coln-Zephyr, and Willys. 

Only two makes, Graham and 
Hupmobile, topped with August 
|of this year and September, 1936. 





For a fresh automotive viewpoint, 
| read George M. Slocum’s “A Word in 
Edgewise.” 


Safety Devices, 
Battery Design 
Features of Line 


(Continued from Page 1) 
economy’s sake in case of fender 
damage. 

The first major point of differ- 


ence distinguishing the six from | 


the eight, is the sharp contrast in 
the front-end designs of the two 


| cars. The radiator grille of the six 


» | 


| 


| 


| 


| 


position with 750, Pontiac fifth} 


employs heavy, die-cast horizontal 
louvres, recessed deeply and plat- 
ed in bright chrome. The grille of | 
the eight, however, is a single 
massive diecasting with two nar- 
row horizontal bars, alternating 
with a single bar of somewhat 
greater width. The grilles of both 
cars taper in a “V” to meet the 
fender aprons which sweep in an | 
unbroken line, relieved only by| 
slotted louvres across the base of 
the aprons. 

An entirely new type of hood| 
louvre has been developed to pro- | 
vide invisible outlets for escape of 
engine heat while preserving hood | 
lines of unbroken simplicity. 

Bumpers, front and rear, are of 
heavy construction and carry dual 
bumper guards, the entire as-| 
sembly being plated in chrome. 
Running boards are independently 
mounted and made of moulded} 
rubber which conceals a built-in} 
aerial, should radio installation be 
desired. 


Interior detail has been rede-| 
signed in all body models. Among | 
the changes is the new safety) 
dash with a raised safety instru-| 
ment panel which centers ll| 


AUTOMATIC SAFETY TRANSMISSION, operated by the short 
lever shown on the steering column in the top picture, is obtainable 


at extra cost on both the new Oldsmobile Sixes and Eights. 
Newly designed steering wheel per- 


is used only to start or stop car. 
mits better vision. At the bottom 


Clutch 


is Olds’ new battery mounting in 


an easily-accessible air-cooled compartment beside the engine. 


gauges in direct line with the|of motor revolutions and is said | in the third or pickup gear, he 


vision of the driver and at a/| 
height which minimizes distrac-| 
tion from the road. 

Larger headlamps and new type | 
reflectors are said to effect a defi-| 
nite improvement in road illumi- 
nation. The change from driving 
beam to passing beam is con- 
trolled by a toe button on the}! 
floor board. 

A radical change has been made | 
in one important detail—the lo-| 
cation of the battery. A long, nar-| 
row battery of the “end to end” | 
type replaces the conventional | 
battery and is located alongside 
the engine under the car hood,| 
accessible to service without dis- 
turbing the car occupants. The 
new location permits use of such 
short battery cables. As a result, 
the battery is said to crank the 
car considerably faster than it 
would if placed in the conven- 
tional location. 


The automatic safety transmis- 
sion is said to contribute impor- 


| tantly to both driving ease and op- 


erating economy, the latter re- 
sulting from a fourth gear direct 
drive which reduces the number 


to improve fuel economy. 

Control is by a short lever on 
the steering column. There are 
four positions for the control 
lever: neutral; first forward (first 
and second gears); second for- 
ward (first, third and fourth 
gears); and reverse, which can 
be entered only by pressing a 


| safety button on the end of the 


control arm. 


With the automatic § safety 
transmission, the foot clutch is 
used only to start and stop. With 
the clutch disengaged, the control 
arm is moved to first forward po- 
sition. When the clutch is released 
the car starts forward in first 
gear, automatically changing to 
second at a road speed of about 
10 miles per hour. Without de- 
clutching or releasing the accera- 
tor, the driver then may flick the 
control lever to second forward 
position which permits a shift to 
third, an extremely fast accelera- 
tion gear. At about 23 miles per 
hour, the transmission automati- 
cally shifts on to fourth gear or 
direct drive. 


If the driver wishes to remain! 


| may do so merely by holding the 
| accelerator all the way down. The 
|}car then will continue to pick-up 
i= that gear to a road speed of 
| 65 m.p.h., at which speed there is 
|an automatic change to fourth. 
| If it is desired to move back from 
| fourth to the third gear for hill 
|climbing or quick pick-up in 
traffic, the driver, at any road 
speed below 55 m.p.h., may go into 
| that gear instantly by fully de- 
pressing the accelerator pedal. On 
down grades, the driver may flick 
|the control from second to first 
| forward position, thus employing 
|second gear as a decelerating 
force. 

| The wheelbases of the six and 
|eight, respectively, are 117 inches 
and 124 inches. The six develops 
|95 horsepower and the eight 110 
horsepower. Each series is offered 
in seven new body types by 
| Fisher: the two-door sedan; two- 
door touring sedan with trunk; 
four-door sedan; four-door tour- 
ing sedan with trunk; business 
coupe; club coupe and convertible 
coupe. 








Figures supplied by R. L 


STATES 


371 
36] 
371 
36] 
37 | 
36] 
371 
36] 
37 
36 
371 
"36 | 
"37 | 
36] 
37 | 
736] 
"371 
736 
"37 
36 


Arkansas 


Delaware 





Montana 

New Mexico 

North Carolina 

North Dakota 

South Carolina 

District of Columbia 
Total, 8 States _ 

= for September 

*Total to Date 


NEW PASSENGER CAR REGISTRATIONS 


CHRYSLER GROUP 
3 
3 


° 
5 
a 

1 
1 


Chrysler 


234 
230 
134] 
102] 
272] 
296] 
143 
101 
880 | 
804 | 
190] 
129] 
463 | 
432 | 
476| 
494 | 
2792 
2588 


58 
68| 
35 
20} 
67 
75| 
49 
13| 
183 
177 
60) 
24 
110) 
82| 
151| 
173 
713 


632 


11 
23 
6 
51 
32 
14 
9 
93 
45 24 
18 11 
10 1 
46) + 21 
10 5 
49 40 
29 24 


317, 148 
152 89 


33 


286 
335) 
236 
268) 
1614 
1715] 


FORD GROUP 


Cadillac 


25) 
11 
31| 
15) 
64! 
35 
12 
15) 
103| l 
61} 10] 
9) 
17| | 
52 2 
16| 5 
115 
58 
411 


| 
228) 


277 
391 
138] 
129] 
323] 
356] 
119] 
167] 
1087 | 
1067] 
292] 
209] 
476| 
551] 
316] 
591] 
3028 | 
3461] 


272! 
386| 
134| 
126} 
303 
338 
116 
165; 
1058 
1057} 
285| 
203) 
464| 
551) 
299| 
576 
2931 
3402 


17 
15 
97 


59 


13] 
23| 
36] 








Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 


GENERAL MOTORS GROUP 


Chevrolet 

LaSalle 

Oldsmo- 
bile 


376 
453 
306 
203 
526 
576 
200 
238 
1828 
1552 
338 
288 
897 
792 
603 
589 
5074 
4686 


271 
372 
180 
112 
365) 
473 
136 
193| 
1413 
1292 
267 
241) 
700 
698 
283) 
343) 
3615) 


3724 


47 
43} 
46 
29| 
49| 
30 
23} 
18| 
144 
88} 
33/ 
15} 
85) 
29| 
123] 
61] 
550 
313] 


28) 


52 
43) 
61 
99) 





12 
15| 
57| 
34 


418 
351 





65313| 54682/195420/356596|672011 | 631850|18697|650547 | 143401|8699/559126| 21459|145178|160412| 1038275 
40566| 30693|175910|350092|597261 | 557089| 8913|566002] 108519|8015|701376| 
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| Ten Body Styles Offered in 1938 Dodge Line 


\47 Improvements | 
Listed, Covering 
Engine, Comfort 


(Continued from Page 1) 


either retained or used with modi- 
fications. 

New are such units as the radi- | 
ator shell and grilles. New also | 
are hood louvres, fenders and | 
their mountings, windshield, in- 
strument panel, seat adjustment, 
headlamps, door and _ luggage 
compartment locks, brake drums, 
engine impulse neutralizer, muf- | 
fler, clutch facings, clutch baffle | 
and release bearings, generator 
and interior treatment. 

In the body interiors, new 
| fabrics are noted. Seat cushions 
|are complemented by body-con- 
toured back cushions. The mech- 
anism by which the front seats 


PLEASINGLY BALANCED APPEARANCE features the instru- 
ment panel in the new Dodge models. The groupings of the gauges, 
as shown, within a circular layout similar to the adjoining speedom- 
eter, enables drivers to read them with a minimum of effort. Re- 
cessed knobs and handles are an important safety feature. 





may be adjusted for different 
drivers now has its operating 
lever on one side, in convenient 
reach of the driver’s left hand. 
As the front seat moves forward 
it also rises, bringing shorter 
| drivers closer to the control 
pedals and elevating them to a 
higher position. 

Employment of the hypoid rear 
axle drive not only eliminates the 
| propeller shaft tunnel, but pro- 
| duces a level floor in rear com- 
partments; mechanically, the hy- 
poid rear axle is said to combine 
the strength of the bevel-gear 
| drive with the quietness of the 
worm drive. 

Tilting foot rests in 
compartment, high-power 
lights in the rear body 
defrosting outlets in the instru- 
ment panels, deep floor carpets, 
trimmed side walls and roofs are 
|other features of the new in- 
teriors. 

Safety and convenience are 
said to have guided design of the 
instrument of the new 


make the new cars soundproof is 
the method by which the bodies 
are mounted on the chassis. The 
system involves the use of chassis 
outriggers equipped with rubber 
spools by which chassis and body 
are kept from making actual 
metal-to-metal contact. This 
method is said to be successful in 
preventing road noises and oper- 
ating sounds from reaching the 
body structure and occupants of 
the car, 

Other features are a highly de- 
veloped weight distribution and 
the synchronized action of spe- 
cially long, semi-elliptic springs 
fashioned of thinned-down spe- 
cially-arranged leaves of Amola 
steel. The engine is placed well 
forward. Front and rear seats 
are also advanced. Rear seat pas- 
sengers ride ahead of the rear 
axle and the weight carried on 
the springs is evenly shared by 
front and rear. This even division 
of the load is said to make it 
possible to give front 





RANKING MEMBERS OF THE new Dodge line, which includes | 
10 body styles, are the three 1938 models shown above. Forty-seven 
improvements are embodied in the line. Top picture is of the 4-door 
touring sedan; middle, the 4-door sedan, and bottom, the 2-door tour- | 
ing sedan. 


the rear 
dome 
panels, 


NJ. Transportation Week’ 





and rear | 


To be Staged in Newark 


NEWARK, N. J. 
the transportation facilities of 
New Jersey and the important 
part transportation plays in the 
lives of the people of the state, 
Gov. Harold G. Hoffman will pro- 
claim the week of Nov. 6-12 as 
“New Jersey Transportation 
Week.” 

Plans are being formulated by 
a group of civic, business and | 
transportation interests for a 
series of special events to cele- 
brate the week in Newark. A| 
parade, depicting transportation 
progress, is one of the features 
planned. 


Recognizing 


ence, Society of Automotive En- | 
gineers, Ironbound Mfrs.’ Assn., 
American Automobile Assn., City | 
of Newark, Pennsylvania Rail- 
road, Newark Automobile Trade 
Assn., Public Service Co-ordinated 
Transport, Newark Chamber of | 
Commerce, New Jersey Petroleum 
Industries Committee, airlines 
operating out of Newark airport, 
New Jersey State Chamber of 
Commerce, Port of New York 
Authority. 


Receipts Leap 
CHEYENNE, Wyo.—Motor vehicle | 


license receipts for the first nine 


| Dodge 
| cator, 


panels 

models. The heat indi- 
ammeter dial, fuel and oil 
gauges, are grouped in a circular 
layout and placed beside the 
speedometer so that the driver, in 
reading the instruments, does not 
have to turn his eyes out of the 
direction in which the car travels. 
Switches, control knobs, glove 


| compartment and ashtray handles, 


even the ignition lock, are sunk 
into the instrument panel. 

The steel roof, the rear quar- 
ters and the cowl are insulated 
with special heavy padding. Body 
sides and door panels are covered 
with a plastic material cemented 
to the metal surfaces. A coating 
of gum-like substances is sprayed 
on the under side of rear deck 


springs the same resiliency. 
cushioning effect of the springs 
is further supplemented by four 
telescoping hydraulic shock ab- 
sorbers of a type used in reduc- 
ing the landing shock met by 
airplanes. As the action of the 
shock absorbers is in both direc- 
tions, as well as parallel to the 
chassis oscillations, the snubbing 
effect is said to be direct and 
positive. 

One feature retained from pre- 
vious Dodge designs is the sway 
eliminator now operating with- 
out being linked to the shock 
absorbers. The present sway 
eliminator is a 
treated steel, rubber cushioned on 





the forward portion of the frame. 


The | 


U-bar of heat- | 


and 4%-inch stroke and develops 
a maximum of 87 horsepower. 
New engine modifications include 
a new spool-shaped floating power 
engine mounting, a rubber-cush- 
ioned impulse neutralizer, an 
exhaust silencer of new construc- 
tion, and a new-type compression 
ring in the pistons. 

Several improvements have 
been made in the clutch mecha- 
nism. 

While leaving engine power and 
car speed practically unchanged, 
Dodge engineers have _ boosted 
stopping power by increasing the 
diameter of the air-cooled brake 
drums from 10 inches to 11 inches. 

The new headlamps supply a 
main beam for open-road travel 
and an optional courtesy or pass- 
ing beam. Both beams are of 32 
candlepower. 

Body air-conditioning is  pro- 
vided through pivoted ventilators, 
a screen-protected, variable cowl 
ventilator, and crank-controlled 
windows. 

30 Beale rs Testify 

MILWAUKEE.—Approximately 30 
Wisconsin automobile dealers have 
testified before the federal grand 
jury here in connection with the 
government’s investigation of 
charges that three large automobile 
manufacturers and four affiliated 
finance companies have violated the 
Sherman anti-trust law. 


haw.i127A 


OVERDRIVE 


months of this year totaled $577,041, 
$51,309 more than those for the 
same period a year ago. Receipts 
for 1937 also are $36,490 ahead of 
the 1936 12 months’ total of $540,551. ! 


The function of the device is to 

minimize body tilt in turning 

curves at considerable speeds. 
The engine is of 3%-inch bore 


lids in addition to the felt pad- 

ding placed between the metal 

panels that form the lids. 
Another detail in efforts 


Those who will participate in| 
the celebration include: 

New Jersey Motor Truck Assn., 
National Highway Users’ Confer- 


3 STATES FOR SEPTEMBER, 1937-1936 


are shown for the 


or 


GEARS... 


LAST LONGER,WITH NICKEL 


to 








*Not Including Wisconsin for July, 


August or September, 1937. | The overdrive which enjoyed 


such fine popularity last season 
will be found on many 1938 
cars. The overdrive provides a 
fine, high speed, cruising gear 
in which the engine speed is 
some 25 per cent slower than it 
would be in conventional gears 
for the same road speed. The 
overall result is less wear and 
tear on the engine, quieter oper- 
ation at high speeds, and fuel 
economy. Although a compli- 
cated piece of equipment, the 
overdrive is very compact, and 
relies upon high-grade materials 
for long life and adequate 
strength. Engineers and metal- 
lurgists have found that special 
Nickel Steel Alloys are most 
suitable for this purpose due to 
their exceptionally high physical 
properties, resistance to wear 

and _ excellent 

machineability. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 


first time. 


NON-AFFILIATED GROUP 


tates appearing tod ay 


AUBURN GROUP 


ek until all 48 states are shown 


HUDSON GROUP 


Complete cumulative figures ay each we 


STATES 


Packard 
Arrow 

Stude- 
baker 

Willys 


Pierce- 


w 


Arkansas 
12 
14 
42 
26) 


Delaware 


Montana 38 31 


> ae _ — Bi | 23} | 31} 
New Mexico / | | | 1 4 5 
; ‘ ‘ . ..- 6 
26 45 ~ 
: 10 45 17| 
18 10) 5 | 6, 
ee s| 3s} | 16 
51] 10) 26 7 
49 | ae - baa E 1 31 | 24 
31] | | 3 59)| 36 
36] 9| 90! 44| 
278] | 100! 182) 110; 153; 
292] 1| 66{ 251} 162 7| 
70888} 144 24| 54509) 74191| 147/52915|40116| 925 
72519] 1536 | 29959] 39671| 556/43509| 8780|7167 





North Carolina 








North Dakota — 





South Carolina 
48 
23/ 
33 
240) 


| 
252! 








District of Columbia _ 





—— 
40) 


59349| 11539 
57063) 15456 


~ Total, 8 States 
for September 
*Total to Date 
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Motor Dividends Show First Rise Since June 


Price Averages 
Take a Sharp 
Drop in Week| 


By C. J. ALEXANDER 
Wall St. Correspondent, ADN 


NEW YORK. For the first 
time since June, dividend declara- 
tions by automotive companies in 
September called for a larger ag- 
gregate dollar outlay than in the 
corresponding period of the pre- 
ceding year. Declarations of car 
and truck companies were above 
a year ago for the first time since 
April. 

The aggregate declarations of 


© —- oo 





parts and accessory concerns have 
been ahead of the like period of 
1936 in each month thus far in 
1937, except April and August. 


For the first nine months of the 
year, parts and accessory com- 
pany declarations were sharply 
higher than in the like period of 
last year but the car and truck 
companies, more inclined to bulk 
larger payments in the final quar- 
ter, have run behind. The aggre- 
gate for all automotive companies 
for the nine months is a little be- 
hind a year ago. 

September declarations by car 
and truck companies amounted 
to $1,826,000, comparing with 
$220,000 in September, 1936, and 
for the first nine months were 
$144,736,000, as against $172,600,- 
000. 

Declarations by parts and ac- 
cessory companies in September 
amounted to $7,265,000, as against 
$3,825,000 a year ago, and for nine 
months the total was $60,415,000, 
comparing with $38,780,000. 

Aggregate declarations in Sep- 
tember amounted to $9,091,000, 
comparing with $4,045,000 a year 
ago, and for nine months the 
total was $206,151,000, as against 
$211,380,000. 

Estimates of earnings of Gen- 
eral Motors in the third quarter, | 
soon to be announced, range from | 
90 cents to $1 in Wall Street. This | 
would compare with 75 cents in 
the like period of last year. 

It is pointed out that profits in 
the third quarter were aided 
somewhat by the price advances 
of approximately 5 per cent put 
into effect in August. But the ma- 
jor factor was the substantial ex- 
pansion in sales of GM cars and 
trucks in the third quarter over 
the like period of last year. 


There were intermittent de- 
clines and rallies in the stock 


FTC Will Probe 
U.S. Rubber Co.’s 
Dealers’ Setup 





Special to Automotive Daily News 

WASHINGTON.—An investiga- 
tion into the United States Rub- 
ber Co.’s sales and price policies, 
to determine whether there is any 
violation of the Robinson-Patman 
anti-price discrimination act, has 
been ordered by the federal trade 
commission, it was disclosed here 
Thursday. 

Commission investigators are 
already in New York, it was made 
known, where detailed examina- 
tion will be conducted to ascer- 
tain whether the distribution of 
tires through the U. S. Tire Deal- 
ers’ Mutual Co. is a means by 
which the _ statute prohibiting 
price discrimination is being vio- 
lated indirectly. 

The primary interest of the 
government, it is said, will be in 
the operation of the sales policy 
of the mutual! plan under which 
the U. S. Tire Dealers’ Mutual 
Co. was formed to supply brands 
to individual small dealers as the 
alternative to direct selling. The 
company has been advised of the | 
commission’s action, it was stated. | 


market during the week covered 
by the ADN stock price averages, 
but the net result was another 
sharp decrease in the prices of 
automotive issues as a whole. 

About every possible explana- 
tion for the decline was used dur- 
ing the week except bad business. 
One of the leading economists of 
the Street said fundamental val- 
ues no longer had anything to do 
with stock market prices. He as- 
cribed the slump to a “wave of 
pessimism.” 

The ADN stock price averages 
for Oct. 6, compared as follows 
with the week preceding and a 
year ago: 

Year 
Ago 
51.75 
54.44 
46.49 


28.71 


Last This 
Week Week 
33.94 


35.62 


Change 
2.12 
—2.12 
1.63 


-2.36 


24 Motors 
10 Car-Truck Co’s,..37.7 
10 Parts-Access 30.26 
4 Tire-Rubbers ....31.21 
The tire and rubber issues again 
had to withstand some of the 
heaviest selling in the automotive 
issues. Among the car and truck 
stocks, Nash and Packard showed 
better strength than the group as 
a whole, and Briggs was out- 
standing among the parts and ac- 
cessory shares. Firestone turned 
in the best performance among 
the tire issues. 


28.85 


Waukesha Motors Pays 
New 5 Per Cent Bonus 


WAUKESHA, Wis.—The Wau- 
kesha Motor Co. Sept. 24 author- 
ized payment to all employes on 
the pay roll as of July 31, of ad- 
ditional compensation amounting 
to 5 per cent of their earnings 
for the period February through 
July, the last six months of the 
company’s fiscal year. The au- 
thorization brings total extra 
compensation for the last year 
to $140,000. Pay rolls for the year 
amounted to over $2,500,000, in- 
cluding the $140,000, the com- 
pany’s largest single item of ex- 


pense other than purchase of ma- | 


terial. 


ADN has over 200 correspondents 


in strategic points throughout the 


United States and the world, to keep 


its readers in step with march of 
events throughout motordom. 











Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


NEW YORK, Friday, Oct. 8 (3:30 p.m.)—Another of those 
sudden selling waves hit the stock market in the last 
hour today and motor shares, after having shown gains, 
gave way with the rest of the market. General Motors’ 
favorable report on September sales lent some support 
to this stock, but did not prevent it from declining at 


the close. 


Increased Steel Buying 
Seen During Next 6 Mos. 


Special to Automotive Daily News, 

YOUNGSTOWN, O. — Increased 
steel buying and better general 
business during the next six 
months are expected confidently 
by President Frank Purnell of 
the Youngstown Sheet & Tube 
Co. 

“The business outlook is not 
so pessimistic as certain indicat- 
ors make it appear to be,” Pur- 
nell said. “We expect a decided 
pickup in steel orders by the 
middle of October and good busi- 
ness for about six months.” 


Discussing business conditions 
frankly, Purnell said that higher 
wages without corresponding in- 
crease in production are not con- 
ducive to continued progress to- 
ward prosperity. 

“The workmen must realize 
that they are hurting only them- 
selves and their fellow workers 
by producing less for more 
money,” Purnell said. 

“Increased costs result in higher 
prices without an increase in pur- 


| chasing power.” 


Youngstown Sheet & Tube Co. 
already has received some auto- 
mobile steel releases and while 
the bringing out of the 1938 mod- 


| 


orders are expected by the middle 
of October. 

Besides the automobile industry, 
agricultural implement makers 
are in the market, but miscella- 
neous steel demand has been af- 
fected by the decline in security 
prices. 

Sheet & Tube’s new cold finish- 
ing mill and auxiliary equipment 
will be ready in about two weeks. 
The improvements will about 
double the Campbell plant’s ca- 
pacity in cold rolled sheets and 
strip. 


Rolling Mill Will Spend 


$2,000,000 in Expansion 


BUTLER, Pa.—George M. Verity, 
chairman of the board of the 
American Rolling Mill Co. of 
Middletown, O., announces that 
the company will spend about 
$2,000,000 in improvements at the 
Butler Armco plant. 

Ten years ago, when the com- 
pany acquired the old Columbia 
Steel plant, it had a working per- 
sonnel of about 1,300, while today 
the Armco has more than 3,000 


|els has been delayed, good steel | men engaged in the various shifts. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, OCTOBER 8, 1937 


(Furnished by Wm. 


C. Roney Company, Union Guardian Building, Detroit) 


1937 


High Low NEW YORK 


Last Sale 1937 
Oct. 8 Oct. 1 High 


Low 


Last Sale 
NEW YORK Oct.8 Oct. 1 





Allis Chalmers Mfg. 
American C. & FP 
American Chain 
Auburn Auto 

Bendix Aviation 
Beth. Steel 

Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G 
Budd Wheel Co. 
Chic. Yellow Cab (1) 
Chrysler 

Clark Equip. 
Cleveland Gr. 

Collins & Aikman 
Com, Credit 
Commercial Inv. T. 
Continental Motors 
Curtis- Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 


831, 
71 
333/, 
3634 
30), 
1051, 
48), 
50%% 
597’ 
14% 
13 
27. 
13514, 
48 
48/2 
6254 
ool, 
80! 4 
34,4 
834 
23% 
1801/5 
3715 
45/3 
44)/, 
391/, 
11% 
41% 
7A Gabriel Co. A 
647s General Elec. 
70, General Motors 
51! Glidden 
50! Goodrich, B. F. 
473 
4%, Graham-Paige 
8 Hayes Body Corp. 
277% Houdaille-Hershey B 
41 Houdaille-Hershey A 
2314 Hudson Motor 
4, Hupp Motor 
120 Inter. Harvester 
155 Johns-Manville 
233% Kelsey-Hayes W. 
1914, 


I re ee  wsc env ensenks 254 


Os cece eta eee 2654 


Kelsey-Hayes W. B. ..... 


55 
311/, 
2344 
133% 
154 
697/, 
35 
40 
33% 
6% 
6% 


15 
52, 
21%, 
27, 
287% 
20% 
16%, 
7% 
14 
16! 8 
6, 
27 
3 
201 
16, 
4, 


277% 
79 
41% 
62), 
48), 
381 
26 
204 
24% 
44% 
13% 
371/, 
9, 
47%, 
231%, 
oY, 


91% 
351/, 
36 
381/, 
52% 224% 
531, 12 
2 8, 
4¥g 4, 
144, ‘ 
1441, 
2735/4 
30%, 
301%, 


Lee Rubber & Tire 
Libbey-Owens-Ford Glass 

Ludlum Steel 

Mack Trucks 

Midland Steel 

Motor Products 

Motor Wheel 

ES. cca cccdcaccaactee 
crs cok aceak aban be 
Pacific 
Packard 
Raybestos Manhattan 
Reo Motor 


17¥q 
241/, 
311%, 
241 
171, 
8% 
154% 
18 
7%, 


Mills 


Socony Vac. 

Sparks-Withington 

GONE TE, csc ccascececccesene 
Stewart-Warner 

Studebaker 

Thermoid Co. 

Thompson Products 

Timken-Det. 
Timken Roller Bear. 
U. S. Industrial Alcohol 
U. S. Rubber 


Axle 


West’house E. & M. 
White Motors 


Willys Overland 


Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 


Bendix 


Aviation 


Borg-Warner 
Perfect Circle 
Pines Winterfront 
Woodall Industries 


DETROIT 


Ex-Cell-O Aircraft & Tool 


3%, 
77% 
17 


RR oes cece a ckabae oun 
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@Timken-Detroit 





|Corp. at Clark Township, 








Chrysler Spends 
$4,000,000 on Its 
Canadian Plants 


MONTREAL —The Chrysler 
Corp. of Canada will spend nearly 
$4,000,000 on new construction al- 
ready started at its Windsor, 
(Ont.) plant, John C. McGuire, 
sales manager for Canada, an- 
nounced here this week. McGuire 
spoke to newspapermen following 
a display of Chrysler and Plym- 
outh 1938 models in the Windsor 
Hotel. 

Decision to expand was based 
on better sales prospects, McGuire 
stated, and on an improved gen- 
eral business outlook in Canada. 
Optimism in the industry was in- 
spired by Canada’s increased in- 
come for 1935 and 1936 and the 
likelihood of a further increase 
in the present year, he said. 

Coupled with financial statistics 
as a factor making for brighter 
prospects, was the extensive road 
building now going on throughout 
Canada, McGuire declared. 

Given the income to buy auto- 
mobiles, the general Canadian 
public would certainly do so, he 
added, for Canadians “have 
passed the stage of thinking the 
automobile a luxury.” 

Quebec had contributed the big- 
gest increase in the trade of his 
company last year, McGuire said, 
although the sales total was ac- 
tually greater in Ontario. The in- 
crease for the whole of Canada 
was 48% per cent, which Mc- 
Guire considered particularly en- 
couraging in view of the fact that 
the increase for all companies to- 
gether was only 30 per cent, he 
said. 

McGuire sees a trend to pur- 
chase of higher priced models. To 
support his view he explained 
that, whereas the increase in the 
low priced car sales last year over 
the preceding year was 19 per 
cent, in the higher priced lines 
the increase was 32 per cent. 


New Sealand Plant 
To Cost $350,000 


CRANFORD, N. J.—The new 


| plant of the Inland Manufactur- 


ing division of General Motors 
near 
here, will be built at an estimated 
cost of $350,000, according to the 
building permit issued by Clark 
officials last week. 

The structure to be raised on 
the 84 acre plot along the Lehigh 
Valley railroad, will be about 240 
by 450 feet, and the original plans 
have been altered to include a 
heating and power plant. With 40 
men at work, Andrew Christian- 
sen, general contractor, expects 
the excavation to be completed 
early next week. 

Operation of the plant is sched- 
uled for early January, when be- 
tween 200 and 300 will be em- 
ployed. Rubber and metal parts 
for automobiles, radios and re- 
frigerators will be shipped to 
eastern assembly plants and ex- 
ported. 


Reduces Shares 


WASHINGTON. — The Automo- 
bile Finance Co. has filed an amend- 
ment to its registration statement 
with the SEC, reducing from 90,000 
shares to 40,000 its proposed offer- 
ing of $1 par common stock. The 
company stated that its proposed 
issue of 10,000 shares of 6 per cent 
cumulative preferred stock remains 
unchanged. 


Will Make E ili 


YORK, Pa.—The McKay Co., manu- 
facturer of tire and_ industrial 
chains, announces the establishment 
of a new division for the making of 
shielded-are welding electrodes. 


Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 





Dealer’s ‘Car Life Gua 
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Holds Business, Insures 
Contacts, Taylor Declares 


By E. M. LUBECK 

Special Writer, ADN 
DETROIT.—The 25,000-mile car 
life guarantee on new and used 
cars, which Taylor’s, Inc., (Dodge 
and Plymouth) instituted along 


with a modernized sales-service | 


station a year ago, is proving a 
valuable asset in holding the 
business which the company se- 


cures and insures a continuance | 7 
| paying for same at the regular 


of customer contacts for service 
and sales during the two-year 
life of the guarantee certificate. 


Taylor opened 
year ago this month. The lubri- 
cation department, in full view of 
the passing motorists, started at- 
tracting customers from the very 
moment the doors were opened. 


Today lubrication business has 
reached a volume of 350 to as 
high as 400 cars per month. Not 
only is it returning better than 
100 per cent on the investment, 
but the additional sales of lubri- 
cants such as crankcase oil, trans- 
mission and rear axle lubricants 
and minor jobs has increased to 
a point where the individual sales 
per car are running upwards of 
$2.50 each. 


At the present time the depart- 
ment is actually paying the rent 
and general operating expenses 
of the building, including the 
light and heat. The location of 
the plant has been fully justified 
from a financial standpoint. The 
car sales have continuously run 
ahead of the monthly projections, 
and used cars have moved 
steadily. 


The car life guarantee 


augurated by Manager George 


Taylor with the opening of the| 
sales department, has proved to | 


be a successful program. Under 
the plan the purchaser of a new 
car is sold a two-year or 25,000- 


Rusterholtz Made 
President of N. Y. 


Car Dealers’ Assn. 


ALBANY.— J. B. Rusterholtz, 
Chrysler-Plymouth dealer of Syra- 
cuse was elected president of the 
Automobile Merchants’ Assn. of 
New York at the annual conven- 
tion of the association, it was an- 
nounced this week by H. G. 
Bragg, general manager. 

E. M. Alling (Hudson-Terra- 
plane) Rochester, was elected first 
vice-president; L. C. Bolles (Chev- 
rolet) Plattsburg, second vice- 
president; R. M. Sutliff (Chevro- 
let) Kingston, secretary, and C. H. 
Touhey (Ford) Albany, treasurer. 

A legislative committee, which 
will handle all legislative matters 
for the association during the 
coming year, consisting of the 
following members was elected: | 

L. J. Eastman (Packard) New | 
York; H. W. Kellogg (Chevrolet) | 
Niagara Falls; A. L. Parsons, | 
Central Bridge; Theodore South- | 
worth (Buick) Brooklyn; F. L.| 
Yarrington (Buick) New York, | 
and Alling, Bolles, and Sutliff. —_| 


| ment 





mile certificate, which guarantees 


for regular lubrications and in- 


spection, 


during the two-year lifetime of 
the car. To date not a single 
claim for adjustments under the 
guarantee has been presented. 
Every purchaser has brought his 
car in regularly for lubrication, 


rates and had the car inspected. 


“The plan proves positively that | 


the station a | regular lubrications and 


inspec- 
tions of the car, during which we 
advise the owners needing ad- 
justment and which will be 
handled by the service depart- 
on its standard 


chanical failures outside of ac- 


cidents of any form,” says Taylor. | 


Taylor 
year with the car life guarantee 
by selling the certificates to the 
purchasers of used cars. To 
handle the program Taylor in- 
spects the used car and if it is 
still within the 25,000 miles 
range and is found to be in good 
shape mechanically, the used car 
buyer is allowed to purchase a 
certificate exactly as if he was 
buying a new car which guar- 
antees his full protection under 
the Taylor plan until the 25,000 
miles has been reached. 


He also allows the 25,000-mile 
guarantee to follow the car which 


| he has sold to the second buyer | 
| of 


the car, in the 


on any make of car other than 
the one purchased from Taylor. 


But keeping track of his owners | 
and learning of the owner having | 


traded in the car, Taylor im- 


| mediately gets in touch with the 


new owner and advises the owner 
that the guarantee is still in ef- 
fect. The followup on the new 
owner brings him back into the 
Taylor car owner family, and 
Taylor benefits from a continued 
service and lubrication business 
instead of letting the owner go 
elsewhere for service. 

Through the certificate plan, 
aylor has worked out a pro- 
gram where the organization will 
el the car life certificate guar- 
antee to buyers of other makes of 
ews instead of confining the sale 
of the certificate to only Dodge 
and Plymouth buyers. He obtains 
the names of buyers of cars from 
a service which gives this infor- 
mation. Taylor waits 90 days or at 


the exact date when the custom- | 
ary factory guarantee expires as | 


set forth in the factory war- 
ranty. At this point the owner gets 
a letter in which he is advised 
that the 
parts 
lapsed. The owner is advised that 
if he will bring in his car for a 
free lubrication and _ inspection 


Taylor’s, Inc., will issue the owner | 


a 25,000-mile or car life guarantee 
on the basis of the owner taking 
advantage of the monthly lubri- 
cation and inspection program. 


" . TD . . | 
Trailer Trade section of Automotive 


Daily News is America’s only trade 
journal dealing exclusively with the 


| trailer industry. 


AUTOMOTIVE SUPPLIER 
MANUFACTURER WANTED 


Manufacturer’s Representative, well established in the 
automotive industry, carrying his own expenses on office and 
personnel, desires connection with well managed manufac- 
turing company that has items of interest to the automotive 
industry and its subsidiaries. Write or wire Box 132, Auto- 
motive Daily News, 527 New Center Bldg., Detroit, Mich. 
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positive freedom from | 
breakdowns other than accidents 


is starting his second | 


event the| 


| original owner should trade it in 
cer- | 


tificates, a copyrighted plan in- | 


the owner who brings his car in | 


service | 2 
rates, precludes the car owner’s 
necessity for any expense for me- | 


| a damaged car. 


Ab Jenkins Clips 
87 Speed Records 


BONNEVILLE SALT BEDS, 
Utah. — Roaring over the white 
salt desert here in his Mormon 
“Meteor” at speeds as high as 181 
miles per hour, Ab Jenkins, en- 
durance driver, smashed 87 in- 
ternational and American speed 
records during a recent 24 hour 
run, it is reported by the Amer- 
| ican Automobile Assn. 

He completed 3,772 consecutive 
| miles at the average speed of 
157.27 m.p.h., officials of the AAA 
contest board stated. Ten miles 





IDEAL PARTS AND ACCESSORIES department 
| Pontiac dealers who attended the national convention 
parts and accessories man demonstrates the proper method of handling a customer who comes in with 


ee ' err 
itl itt ill 
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of this distance was covered at 
a speed of 181.11 m.p.h. Virtually 
all auto endurance records up to 
24 hours running and 5,000 kilo- 
meters distance in the World’s 
Unlimited, International Class 
“A.” American Unlimited and 
American Class “A” divisions 
were broken by Jenkins in his 
dash over the big oval course on 
the Bonneville speedway. 

Some of the outstanding records 
established are as follows: Fifty 
miles, average speed 176 m.p.h.; 
100 miles, speed 178 m.p.h.; 200 
miles, speed 179 m.p.h.; 500 miles, 
speed 171 m.p.h.; 1,000 miles, 
speed 168 m.p.h.; 2,000 miles, speed 
160 m.p.h.; 3,000 miles, speed 158 
m.p.h. 


27 


rantee’ Plan Proves Boon 


was presented in dramatic form before the 4,000 
at Masonic Temple, Detroit, this week. Here the 





Weller Is Named 
* 

NASFC President 

CHICAGO.—Arthur D. Weller, 
president of the Credit Accep- 
tance Corp. of Rochester, N. Y., 
this week was chosen president of 
the National Assn. of Sales Fi- 
nance companies at the conclud- 
ing session of the association’s 
annual convention. 

Weller has been a director of 
the association and member of 
the executive committee for 10 
years and served as senior vice- 
president in 1937. 


“Fourth Dimension,” a _ regular 
feature of ADN, presents a digest of 
automotive advertising news. 
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ADN will cover the 1937 
Auto Shows with issues of 


SATURDAY. 


@ Delivered nationally Monday the 


Oct. 27th. 


WEDNESDAY. 


OCTOBER 23rd... 


25th, two days prior to New York Show, opening 


OCTOBER 27th... 


@ New York Show opening date, this issue will be published in Two Sections, i.e., one 
regular news edition of ADN edited by our own editorial staff from New York and a 
second section “Album of 1938 Passenger Cars,” printed in rotogravure and with all 
new car models and mechanical features illustrated. This edition will be mailed to ALL 


copy. 


SATURDAY, OCTOBER 30th... 


results at New York. 


shows. 





THESE 


IMPORTANT REGULAR 


rated Automobile dealers in America and sold nationally on the newsstands at 25c per 


@ Third New York Show issue continuing the new and wired reports of the three days’ 
factory guarantee on | 
and workmanship has| 


SATURDAY. NOVEMBER Gth... 


@ Chicago Show opening and final results from New York show, mailed to all rated 
dealers west of Pittsburgh. Wired report from Boston, Los Angeles and San Francisco 


WEDNESDAY. NOVEMBER 10th... 

9 

@ Second Chicago Show issue and in addition wired reports from ADN staff corres- 
pondents of the results at Columbus, Detroit, Indianapolis, Philadelphia, Pittsburgh and 
Toronto shows then in progress. 


SATURDAY. NOVEMBER I3th... 


@ Final results from Chicago and continuing reports from all shows, including openings 
at Baltimore, Rochester and Cleveland shows. 


MAY WE SUGGEST EARLY RESERVATIONS 


FOR ADVERTISING ANNOUNCEMENTS IN 
ISSUES? 


Automotive Daily News 


The National Newspaper cf America’s Greatest Industry 


DETROIT 





@ “Sure I’m switching! Say ...1 saw the new Graham 
in Detroit last week. That’s all | needed. That car’s got 
everything! And I’m going to sell it... not sell against it! 

“Looks? Like a million dollars...in gold! And that 
Supercharger story ... if | can’t sell that car, I’m getting 
out of the automobile business. Take my word for it... 
Graham will scoop the industry this year just as they did 


in ’°32 with the Blue Streak.” 
° . * 


Wait! Hold off on your plans! Don’t sign up for next year till 
YOU see the new Graham. Find out about Graham’s NEW 


dealer franchise. There’s real money to be made on Graham 
this year. Send this telegram, COLLECT, to F. R. Valpey, 
Vice-President and General Sales Manager, Graham-Paige 
Motors Corp., Detroit. “I’M INTERESTED. SEND FRANCHISE 


FACTS.” Sign your name, your address. Do it today. 
HOLD EVERYTHING e WA/T FOR THE NEW 


GRAHAM | 





